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Concern Expressed At Replacement 


Volume In ‘Minimum Deposit’ Sales 


By ROBERT B. MITCHELL 


NEW YORK—In view of the New 
ork department’s action in calling a 
snference of companies to discuss 
omplaints that many agents are rec- 
mending surrenders so as to sell 
e so-called minimum deposit plan, 
ye NATIONAL UNDERWRITER has asked 
kecutives of a number of prominent 
pmpanies for their views on this high- 
, controversial matter. ; 
Views of issuers and non-issuers of 
igh early cash value policies were 
ught. Not all were willing to express 
emselves on the comparatively short 
Itice available. For example, New 
ork Life, which does not issue the 
bntract, is preparing a statement but 
id not have it ready in time for this 
eek’s issue. 
In general, issuers of the contract 
heried by THE NATIONAL UNDER- 
RITER indicated that they preferred 
withhold comment until after the 
ew York department’s conference, 
hich will be held Dec. 5, at the de- 
frtment’s New York City office, as 
boorted in last week’s issue. 


| 





However, one issuing company, Mas- 
sachusetts Mutual, while not making 
a statement specifically in answer to 
the query of THE NATIONAL UNDER- 
WRITER, supplied copies of several 
letters to its general agents from Aug. 
2, 1955, to Sept. 25, 1958, as being “a 
good statement of our company’s at- 
titude on this type of business.” Ex- 
cerpts from these letters are quoted 
farther along in this article. 


Criticized For Tax Angle 


The minimum deposit plan, which 
is like the bank-loan plan except that 
the company lends the money for pre- 
miums, has been under fire for some 
years on the ground that it was mer- 
chandised too strongly as a tax shel- 
ter. More recently, however, the crit- 
icisms have been much more vigorous 
and widespread, as companies not 
writing the plan have found their pol- 
icies in sizable numbers and amount 
being replaced by minimum deposit 
plans. Often the surrender value is put 
into mutual fund shares, the writing 
agent being licensed to sell these as 


well as insurance. 

The New York department is not 
the only one to take cognizance of what 
is going on in connection with mini- 
mum deposit sales. As reported in last 
week’s issue, Superintendent Vorys of 
Ohio said in a news letter that there 
has been a growing concern in the 
department over the increasing num- 
ber of complaints received from life 
agents about activities and tactics of 
other agents and some life companies. 
Ohio Assails Twisting 

“The rising number of allegations of 
misrepresentation, rewriting, twist- 
ing, raiding, and policy replacement 
where the assured has _ established 
equitable interests in the policy re- 
placed indicates a trend not only harm- 
ful to the life insurance business but 
also contrary to the public interest,” 
Mr. Vorys stated. “In some instances 
such practices seem to have been tol- 
erated and even encouraged by com- 
pany management.” 

In the life insurance business, an 
outspoken critic of what has been tak- 

(CONTINUED ON PAGE 37) 





sreen Stamp Life 
dusurance Goes 
in Sale This Week: 


The P-I-P plan under which green 
amps can be turned in for life 


surance began operations Nov. 12 
ip the St. Louis area. 

The headquarters of P-I-P is 
ayton, Mo., and the insurer is Old 
epublic Life of Chicago. 


Any person from age 1 to 65 is 

gible for the P-I-P insurance with- 
tt a medical examination. It has 
kn indicated that no solicitation for 

ditional life insurance on the green 
amp policyholders will be made by 

d Republic. Each time the book- 
der fills 200 spaces in his stamp 
bok he can send it in to Old Republic 

a self-mailer and a policy for $200 

term life will be issued. 

The initial distributors of stamps in 
¢ St. Louis area include nine Glaser 
8 stores, seven Schnucks super- 

arkets, five Moll’s stores and 70 
Filonwide and Bi-Rite stores associ- 
me with General Grocery Co., 125 
Pidard Oil of Indiana service stations 
is 12 automobile agencies. Stamps 
@! be issued on the sale of automo- 

's but limited to $1,000 for any 
Psaction. 

#onald L. Barnes Sr. controls P-I-P, 
abbreviation of Purchasers Insur- 
€ Plan, which has an authorized 
ital of $1 million. Mr. Barnes is a 
get owner of the old St. Louis 


#Pas baseball club of the American 
‘Wag ie, 


{| 





| Massachusetts Mutual’s: Mallon- 
m agency at New York has 
ved to 630 Third avenue. 











Mr. and Mrs. Rolland E. Irish at the 
LIAMA meeting in Chicago. Mr. Irish 
is president of Union Mutual Life and 
of American Life Convention. 





Franklin Life Names 
Budinger Executive VP 


Francis J. Budinger, has been named 
executive vice-president of Franklin 
Life. He has been 
with Franklin 
throughout his in- 
surance career, 
m ost recently as 
regional sales di- 
rector in Chicago. § 

He is past pres- 
ident of the Chica- 
go chapter of CLU | 
and a past director | 
of Chicago Assn. 
of Life Underwrit- 
ers. He will serve 
on the board of 





F. J. Budinger 


directors of Franklin Life and on all 
company committees. 


November 12 was designated as 
Arizona Insurance Day. The proclama- 
tion also paid tribute to Director Bush- 
nell and his staff. 


Treasury Tax Plan 
Seeks To Consolidate 
Stock, Mutual Views 


WASHINGTON—On the eve of the 
life company tax hearings that open 
Monday, the Treasury has offered a 
compromise plan that endeavors to 
combine the net investment income 
approach favored by the stock com- 
panies and the total income approach 
which the Temporary Commttee on 
Taxation of Mutual Life Insurance 
Companies is seeking to have applied 
to mutual companies. 

A board meeting of Life Insurance 
Assn. of America is scheduled for 
Thursday of this week to decide what 
stand to take on the Treasury proposal. 
Some companies favor the plan but 
there is understood to be considerable 
opposition. It is reported that unless 
there is considerable industry support 
for the compromise measure the 
Treasury will not present it Monday 

(CONTINUED ON PAGE 39) 


LIAMA Sessions Put 
Main Emphasis On 
Future's Challenge 


Stress Is Less On Supplying 
Remedies Than To Stimulate 
Search For Better Solutions 


By ROBERT B. MITCHELL 


To an unprecedented extent, the 
emphasis at this year’s annual meeting 
of LIAMA in Chi- 
cago this week was 
a stimulating in- 
terest in the solu- 
tion of important 
long-range _prob- 
lems rather than 
in attempting to 
provide their im- 
mediate solution. 
It was also notice- 
able that there was 
more than usual 
stress on problems 
in home office 
agency departments, though not to the 
exclusion of field problems nor even 
at their expense. Rather, there seemed 
to be more recognition that the suc- 
cessful solution of field problems de- 
pends perhaps more than had been 
thought on what is done in the home 
office. 

One evidence of this was the an- 
nouncement by William O. Cummings, 





Frank B. Maher 





OFFICERS ELECTED 

President—E. A. Frerichs, vice- 
president and agency director Security 
Mutual Life of Nebraska. 

Directors—W. G. Attridge, director 
of agencies Sun Life of Canada; Lam- 
bert M. Huppeler, vice-president New 
England Life; Marvin E. Lewis, agen- 
cy vice-president Bankers Life of 
Iowa; Kenneth B. Skinner, vice-presi- 
dent and agency director Southland 
Life. Marcel Gay, director of agencies 
Alliance Mutual of Montreal, was 
elected to succeed Arthur Williams, 
vice-president Crown Life, who re- 
signed from the board. 





director of executive training, of pro- 
gress being made in the LIAMA 
program of training for agency de- 
partment executives. 

“Before the show can go on the 
road, a number of things remain to be 
done,” he said. “The revision of the 

(CONTINUED ON PAGE 38) 





Inter-Ocean of 
Cincinnati will 
build a new home 
office at Victory 
Parkway and Wil- 
liam Howard Taft 
road at a cost of 
$1 million. 

The front of the 
building will face 
Victory Parkway 
and will have an 





aluminum and glass entrance surrounded by black granite. Sales, underwriting 
and general office activities will be on the first floor, with the executive of- 
fices, actuarial and accounting departments on the second floor. A projected 
third floor will not be constructed initially. 

Inter-Ocean’s new building will be air-conditioned and will provide 45,000 
square feet of space. A parking area for 40 automobiles is provided at the rear. 











Heavy Casualties 
In NAIC Ranks 
In Election Wake 


14 States May Change 
Commissioners; Will 
Affect NAIC Progress 


The Nov. 4 elections brought about 
a heavy casualty list in the ranks of 
National Assn. of Insurance Commis- 
sioners. Changes are expected in as 
many as 14 states, with some of the 
most active commissioners to go out 
of office. 

Turnover such as this will undoubt- 
edly have an effect on the progress 
NAIC will be able to make in dealing 
with its wide variety of problems at 
the December meeting. Committees 
from which two or three leading lights 
will fade in a month or so may be 
unwilling to take action. If the past is 
a guide, the December gathering 
could be in the nature of a farewell 
party, with business accomplishments 
at a minimum. 


Midwest Hard Hit 


States in which change in the com- 
missioner is definite or likely are: 
Alabama, California, Iowa, Maryland, 
Michigan, Minnesota, Nebraska, New 
York, Ohio, Oregon, Rhode Island, 
South Dakota, Utah and Wisconsin. 
The midwest is particularly hard hit. 
There is uncertainty also as to Massa- 
chusetts and Wyoming. 

A rundown of the situation is given 
below state by state: 


ALABAMA 


It has been reported that with the 
election of John Patterson, Robert L. 
Jones, personnel director of Preferred 
Life of Montgomery, will be named 
to succeed the present superintend- 
ent, James H. Horn, whose appoint- 
ment runs out Jan. 1. 


ARIZONA 


George A. Bushnell is named to his 
position as commissioner by a com- 
mission. It reportedly appears that the 
members elected to the commission 
are disposed to the renaming of Mr. 
Bushnell. 


ARKANSAS 


Commissioner Harvey Combs’ term 
runs until 1961. 


CALIFORNIA 


F. Britton McConnell is out. A Re- 
publican appointee, he has been one 
of the most active members of NAIC. 


COLORADO 
The position of commissioner, now 
held by Sam N. Beery, is permanent 
under civil service in Colorado. 


CONNECTICUT 


The present commissioner, Alfred N. 
Premo, is an appointee of Gov. A. A. 
Ribicoff, who was reelected. His ap- 
pointment runs to March. 


DELAWARE 


Harry R. Smith, commissioner, was 


reelected for a four year term. 
(CONTINUED ON PAGE 39) 
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and Mrs. Dudley Dowell 


Mr. 
snapped at the LIAMA meeting in 
Chicago. Mr. Dowell is executive vice- 
president of New York Life and a past 
president of LIAMA. 





Added Taxes Seen 
if Variable Annuities 
Are Ruled Securities 


Companies selling variable annuities 
in Alabama may have to face an added 
tax burden if Atty. Gen. John Patter- 
son, in his ex-officio role as security 
commissioner, assumes regulatory con- 
trol over the issuance of policies, ac- 
cording to Superintendent Horn. The 
superintendent’s statement grew out of 
a recent dispute between him and the 
attorney general over which office le- 
gally may regulate variable annuity 
policies—the insurance department or 
the security commission. 

Mr. Patterson, in a letter to Super- 
intendent Horn, has challenged the su- 
perintendent’s right to pass on variable 
annuity policies sold in conjunction 
with the sale of life policies, saying 
that variable annuities are in effect 
securities and therefore come under 
the security commissioner’s jurisdic- 
tion. He also said that companies not 
registering variable annuity policies 
with his commission will be violating 
the law. 

Commissioner Horn, in his answer to 
Mr. Patterson, maintained that if the 
attorney general gets his way, compa- 
nies selling variable annuities will be 
subject to an added tax burden be- 
cause they will then have to pay cor- 
porate rates. 

The commissioner also noted that as 
a direct outgrowth of such a move, in- 
surance companies would be open for a 
back-door entry of federal regulation 
because as securities’ variable annuities 
would be subject to control by the Se- 
curities Exchange Commission. 


Irish pe ae Neb. 


Insurers Institute 

LINCOLN—Rolland E. Irish, presi- 
dent of Union Mutual Life and of 
American Life Convention, addressed 
the Nebraska Institute of Life Insur- 
ance Companies Tuesday evening on 
current legislative problems. 

Mr. Irish reviewed particularly 
problems having to do with inflation, 
taxation and group coverage. 

Accompanying him was Lee N. 
Parker, administrative vice-president 
of American Life Convention. 

The following day the presidents of 
the Lincoln companies that are mem- 
bers of ALC gave a luncheon in Mr. 
Irish’s honor. 





Twisters Draw Fire Of Illinois 


Agents At Midyear In Peoria 


By RICHARD G. EBEL 


A brief rumble of lively discussion 
when the matter of twisting was 
brought up created what had the mak- 
ings of being the most vibrant meeting 
in some time of Illinois Assn. of Life 
Underwriters at its midyear last week 
at Peoria. 

The appeal for action on twisting 
came after a report by legislative 
committee chairman James T. Kenny, 
Metropolitan, Springfield, who noted 
a news item announcing the disposi- 
tion of a midwest insurance commis- 
sioner to eat up twisters alive. Imme- 
diately a number of agents who were 
in a punitive frame of mind because of 
experience with twisters and rebaters 
pressed for action to stamp out per- 
petrators of this unethical and illegal 
practice in Illinois. 

All seemed to be agreed that it was 
exceedingly difficult to get documen- 
tary proof to enable the department to 
prosecute and among proposals con- 
sidered was one to amend the insur- 
ance code to eliminate legal impedi- 
ments obstructing prosecution. The 
legislative committee was directed to 
investigate twisting and all remedies 
and to report at the annual meeting 
next spring. 

In connection with the legislative 
committee, William M. Giffin of 
Brunsman & Giffin, attorneys of 
Springfield, was introduced as the as- 
sociation’s new counsel. 


Must Increase Membership 


Membership was also. discussed, 
commencing with national commit- 
teeman Earl M. Schwemm, Great-West 
Life, Chicago, who reported on the 
NALU annual meeting at Dallas, and 
who adjured local associations to build 
up membership to help the national 
meet its quota. One association which 
needed no such advice was the Lake 
County group, which captured five out 
of six awards for increasing its en- 
rollment, including the William E. 
North traveling cup and the Margaret 
Becker cup. The Western Illinois as- 
sociation prevented a clean sweep by 
taking the award for being the first 
unit to exceed total 1957 membership. 
Lake County delegates, feeling pretty 


Attending the ‘midyear meeting of Illinois Assn. of Life Underwriles 


November ]5, 
















generous about the whole thing 
encumbered by more cups and ga 
than they could carry, submite: 
resolution that would permit only 
award per association from here an 
It was accepted. 

The meeting was kicked off With 
annual luncheon of Illinois Lea 
Round Table. Kenneth A. y 
Great-West Life, Chicago, was g, 
president of ILRT. Other Officers 
J. Kenneth Elliot, Northwestern 
tual, Kewanee, Ist vice-president: 
iver F. Little, Home Life, Chicago 
vice-president, and Max Rigg 
Metropolitan, Springfield, secret, 
treasurer. 

Luncheon speaker was Key Po 
assistant superintendent of gen 

(CONTINUED ON PAGE 2%) 


Pritchard Assails 
Free Spending At 
Peoria Sales Rally 


A ringing verbal assault agai 
reckless governmental spending yw 
unleashed by Oren D. Pritchard, Uni 
Central Life, Indianapolis, ne 
elected president of NALU, who he; 
lined the Peoria sales congress sp 
sored by Peoria Assn. of Life Und 
writers last week. More than 
heard Mr. Pritchard’s remarks, 

The life agent has a title of resp 
sibility, and he is obligated to deli 
dollars of real value in the future. 
can’t be done with a debased currel 
brought about by deficit financing 
outlandish social security, Mr. P 
chard declared. 

“. . . Inflation, fanned by fina 
ally irresponsible policies and ben 
philosophies, ultimately will b 
only tragedy to all who depend wy 
the soundness of’ our currency,” 
said, adding that social security 
no longer be properly designated 
such but rather as socialism. 

Awhile back TV _ viewers hd 
Premier Krushchev predict that ful 
generations of Americans would | 
under socialism. Whether Americ 

(CONTINUED ON PAGE 23) 




















Peoria last week were officers of NALU and members of the Illinois é 
ment. From left to right are: James Ross, deputy of the Illinois depart 
Oren D. Pritchard, Union Central Life, Indianapolis, newly elected 
president; William E. North, New York Life, Evanston, IIl., secretary of ™ 
and Joseph S. Gerber, director of the Illinois department. Messrs. Fri™ 
and North appeared on the program of the Peoria sales congress, and Mr. 6 
was speaker at the state fellowship dinner. 
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LIFE INSURANCE EDITION 





These 17 Povnts 


make a picture of our “Leader’ 


Meet our Leader — typical member of the 


Leaders Association, New England Life’s .17 
organization of its most successful salesmen. Co al 


His description comes from a Spring survey 2 x 4) 
of the Leaders themselves. Three-quarters of rey 16 


the membership answered a questionnaire j 
that helped us construct this composite goth eA 
salesman. Here then is Mr. Average Leader: , Li 


} 
1. 41 years old 6. | // 


" ee } ~ 


2. married — as 
3. two children 9 bauer \.. | 2 13 
8° 12 


4, annual income of 
$17,686 from life 
insurance sales 





5. attended college + 


6. has been with New / 
England Life 10 years 


7. believes in his product 
(and how!... his family 

is protected by $95,580 
of personal insurance) 





8. completed his home 
study Training Course 


long ago 


9. graduated from our 
Career Underwriting 
Training School 


a °°  - = 11 
cae 
mau“ 


? 


10. praises the sales and 
advertising material his 
company makes available 


11. averaged 16 calls a 
week and turned 8 into 
interviews 


12. insured 51 persons last 
year 


13. he chalked up more 
than $1,000,000 in sales 
last year ($1,132,888 

to be exact!) ° 


14. is an Advanced 
Underwriter or a C.L.U., 
or is studying to 

become one 


15. is active in community 


affairs 


16. is a consistent 
National Quality 


Award winner 


«+ and don’t overlook point #17: Mr. Leader is un- N EW E N G L AN D 


reservedly optimistic. He’s looking forward to an even 


better year than last — which means the best year of his y /, 
life. “‘Don’t talk to me about a recession,” (was a typical Miu L J F E BOSTON, MASSACHUSETTS 


comment from the questionnaire). “I’m too busy mak- 


. as ; . THE COMPANY THAT FOUNDED MUTUAL 
Ing a good living to talk myself into a slump! LIFE INSURANCE IN AMERICA — 1835 
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American United 
Hits Billion Mark 


American United Life has passed 
the billion dollar mark of insurance 
in force. Sales totaling $212,800,000 
for the first three quarters this year, 
up 16% over the same period of 1957, 
pushed the company over the billion 
figure. 

The billion mark was actually 
reached in August, figuring back from 
the end of quarter tabulation of $1,- 
020,418,627. The company reached a 
half billion six years ago. 


Celebration Planned Later 


Celebration of the company record 
is planned for a later date in con- 
junction with completion of a new 
$2.5 million addition to the home 
office at Indianapolis which will 
double the work space. Three floors of 
the 5-story wing already are occupied 
and work is in the final stages on the 
other two. Areas not completed in- 
clude an employe’s cafeteria and 
facilities on the fourth floor, and also 
the second floor which will be occu- 
pied by the central Indiana sales and 
service agency. 


A&S Meet At Hartford 


Hartford Accident has concluded a 
two week nationwide conference for 
supervisors and sales representatives 
of the A&S field organization, direct- 
ed by Daniel H. Quigg, secretary. All 
phases of the company’s activities in 
the personal and group lines, with 
particular emphasis on sales and pro- 
motior were discussed. 


New business of Homesteaders Life 
during October showed an increase of 
57.4% over October a year ago. The 
gain for the first 10 months of 1958 
is 23.1%. 


Early Announcements Of 1959 Di 


—_ Left with Co. 























on- with- With- 
Current Old with- With- } Current Old Non- 
Name of Company Policies Policies draw- draw- Accum.| Name of Company Policies Policies draw- draw- 4, 
able able  Div’ds. | able able Dir 
% Yo % % ° 
Aid Assn. for Luth. ........ Increased Same as ’58 3.25 3.25 3.25 | Home Life, N. Y. 0... fe) Same as ’58 3 % 4 
American Bkrs., Tex. ....Same as 58 “3 2.5 2.5 2.5 | Hoosier Farm Bureau .... Approx. ~ 2.75 2.75 
American Income ce sess 2.5 3. | 10% Incr 
American United ” * 3.35 2.75 3.35 | Independence Life .......... Same as ’58 ___........ 2.5 2 
Baltimore tite. ban fee 3 3 3 Jefferson National ... ” (i) a Guaranteed Ra } 
Bankers Mutual, I a od 2.5 2.5 3 Jefferson Standard ” 4 4 te 
Bankers Union, Colo Seon! ildieonaea 2.5 2.5 4 Manufacturers ......... Increased _____........ 3.5 3.5 ‘ 
A. R.E. "7 ” 2 2 3 | Massachusetts Mut Same as ’58 3.4 3.4 
Berkshire 8 si ” 3.25 3.25 3.25| Midwestern United ........ ” ” 3 25 
Cal.-Western States . ” , 3 3 3 Modern Woodmen .......... ” ” Guaranteed Rate ; 
Central American ............ - ee 3 3 eee National Life, Vt. ............ Approx. Approx. 3.35 3.25 
Chicago Metropolitan .... 4 ee 2.5 2.5 2.5 | in 2% Incr. 5% Incr. 
Citizens National .............. id “i 2.5 2.5 3 | Pacific Mutual ............... (h) Increased 3.3 33 
Commercial Life, Ariz. .. 44 i 2.5 2.5 .. | Pioneer American. .......... Same as ’58 =... 2.5 25 
Continental Amer. .......... P " 3 3 3 | Praetorians Mut. ............. ee ec AEs 3 3 
Country Life ........... ve 3 2.5 3 Presbyterian Ministers .... Approx. Approx. (f) (f) 
Dominion Life, Can. New Scale 3 3 3 50% 50% 
Eastern Life, N. Y. ... Same as ’58 __........ 3 3 2.5 | Incr. (g) _ Incr. (g) 
Empire State .............. rea “ sd 3 3 3 | Republic National ..5ame as ’58 Same as 58 2.5 2.5 
Equitable Life, Ia. ........... ee, sid 3 3 3 | Shenandoah Life ... ” = 3.258&2.75 3.25&2,75 
Excelsior Life ................... (d) (d) 4 4 4 | State Farm, Il. ... ” ” 3 Bias 
Farm Bureau, Mo. ........... Same as ’58 Same as °58 2.75 2.75 2.5 | State Life, Ind. ... ” ” 3 3 
Farm, Bureau, Ia. ........... - - 3 3 3 |Union Central .... a 9 3 3 
Fidelity Life, Il. ............ Approx. Approx. 3 3 3 Union Labor Life Approx. Approx. 3 3 
25% Incr. 25% Incr. 28% Incr. 32% Incr. 
Fidelity Union ................. Same as ’58 Same as ’58 3 2.5 3 Union Mutual, Me. .......... Same as 58 Same as 58 3.25 3.25 
First American, Tex. .... ” ” 2.5 2 3 United Home ............ re Fs 2.5 2.5 
Gibraltar Life, Tex. ........ - ” (c) (ce) 3&3.5 | United Security, Ia. ........ Figg 3 3 
” ‘ 2 " 
Golden State Mutual ...... ” ” = 25 =5 Victory Mutual .. .Same as 58 en 2.5 25 
Great National .................. 2.5 2.5 3&3.5 ;. ” 
i West Coast Life .. 3.25 3 i 
Great Northwest ............. Approx. 4 4 3 Western & South ” ” 3 3 } 
10%Incr. Western Farm Bureau .... ** (a) ” (a) 2.5(b) 2, 
Group Health Mut. ........ Same as ’58 2.25 2.25 3 Western National ............ ee ” 3 , im : 
Guarantee Mut. «0... ‘ és 3 3 3.25! Wisconsin Life «0.0... * a 3 3 3 
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Funds Left with o] 



































(a) To April 30, 1959. 

(b) Non-withdrawable proceeds, interest option, 212%; all other with- 
drawable proceeds 242% 

(ec) 24%% on interest only and life income options; 3% on period certain 
options. 

(d) Dividends increased approximately 11% July 1, 1958; continued 
to July 1, 1959. 


(e) To March 31, 1959. New policy series with dividends applicabi 
thereto effective May 1, 1958. 

(f) Instalments, 3.5%; funds at interest 4%. 

(g) 50% special to celebrate 200th anniversary. 

(h) Premiums and dividends revised as of May 1958 for policies issu 
in May 1958 and after. 

(i) One plan increased. 








Milwaukee And Wisconsin A&éH At the LIAMA 
meeting in Chica- 
Agents Honor Leo E. Packard pe a All- 


Leo E. Packard, Packard-Carson sopp, 2nd vice- 
agency, was honored at the November president 
meeting of A&H Underwriters of of Prudential; E.J. 
Milwaukee. He has been secretary of Phelps, director of 
AHUM for 22 years. He has been agencies of 
selected A&S underwriter of the year Guardian Life, 
by the Wisconsin state association and and James E. 
the man of the year by the Milwaukee Rutherford, vice- 
organization. President in 

A. L. Horman, Time of Milwaukee, Charge of Pruden- 


addressed the meeting on “Getting tial’s Chicago re- 
Through.” gional home office. 











Reproduced through the 
courtesy of Box Cards, Inc 


Life Insurance in Force 
Over $1,500,000,000. 


N. Y. Life Makes Two 
Changes On Policies 


New York Life now will issue 
single-premium life policy thro 
age 85 without evidence of insural 








NE VE, Rk VE 7 A FINE Eke ity, provided a_ single-premium | 
annuity without refund is concurte 


In keeping with the company’s well-established 
policy of offering the newest developments, 
Life and Casualty Insurance Company of Ten- 
nessee offers CHECK-O-MATIC. It makes the 
monthly payment of insurance premiums com- 
pletely automatic so you never lift a finger 
with a pen or stamp. 


Check-O-Matic never forgets. It protects your 
protection by assuring you that your premiums 
will automatically be paid when due. 


Life and Casualty keeps abreast of every new 
development in the industry. 





ly purchased on the same life. Tu 
single premiums for the life insurat 
and the annuity must be at least 11) 
of the face amount of the single p 
mium life policy. 

A new “three-way security” po 
with two special privileges that 0 
the policyholder flexibility in arra 
ing retirement programs and ins 
ance estates, has been introduced 
New York Life. 


Designed As Junior Policy 


Designed as a junior policy to! 
company’s $10,000 minimum “ass 
accumulator” policy, the “three 
security” policy is issued for amo 
from $5,000 to $9,999. It is basically 
endowment life insurance 
whose proceeds are payable to! 
policyholder at age 65 or to the ba 
ficiary upon the prior death of the 
sured. 

Issued to age 55, the policy off 
the insured either of two special ™ 
ileges in place of receiving the® 
dowment at age 65: He may elect ! 
fore age 60 to have his policy ca 
ued at age 65 as fully paid-up life 
surance and in addition receive 4" 
payment, or he may elect to at 
the proceeds of his policy by’ ont 
uing the “three-way security P 
to age 70. 
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CHARLES CRUMBLEY 


Charles L. Crumbley of 
Laurel, Mississippi, had 
no previous insurance 
experience when he came 
to Franklin. In 1956, his 
first full year, his earnings 
totaled $8,131.88. In 1957 
he earned $10,791.94. He 
expects to end 1958 with 
from $13,000 to $14,000 in 
cash earnings. 

His sales are almost 
entirely on Franklin 
Special Plans. 
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Happier every day 
Laurel, Mississippi 
September 19, 1958 
Mr. W. W. Chamberlin, Jr. 


Southeastern Division Manager 
Montgomery, Alabama 


Dear Bill: 


I get happier every day with the “friendly” Franklin. Thank 
you for the opportunity to be of service to my fellow man and to 
make a start towards becoming a financial success. 


Although I have been associated with you fine folks less than 
three years, my future certainly does look bright. In 1956, my 
first complete year, I earned $8,131.88; in 1957, $10,791.94; and 
at the rate I am going my 1958 earnings should be between $13,000 
and $14,000. 


Just think, Bill, without any previous life insurance experience 
I find myself with a company whose liberal commissions and 
merchandise makes it possible for me to increase my earnings 
over $2,500 per year. Our sales-minded Home Office Executive 
staff with the wonderful Franklin Specials and promotional ideas 
is largely responsible for my success. In August I made 15 sales, 
annualized premium $3,693.20; in September to date, 24 sales, 
annualized premium $3,098.85—all on Franklin Specials. 


I am deeply grateful to you and the others who have helped 
make this possible. 


Sincerely, 
Charles Crumbley 


P.S. This new Franklin talking picture on the President’s Plan 
(Assistant Salesman) is really a honey. 


An agent cannot long travel at a faster gait than the company he represents! 












RAY Fz TLE INSURANCE 
LAL HRILIEN Li Lt Es) Company 
CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 





The largest legal reserve stock life insurance company in the U.S. devoted 


exclusively to the underwriting of Ordinary and Annuity plans 
Over Three Bil?.un Dollars of Insurance in Force 





SE Actuaries Hear 
Need to Build Agent 
Compensation 


An appeal to study ways to build 
agents’ compensation was made by 
Sam L. Booke, executive vice-presi- 
dent of Security Life & Trust, at the 
fall meeting of Southeastern Actuar- 
ies’ Club in Atlanta. 

The actuaries elected J. L. Kirk- 
patrick of Southern Life of Georgia as 
president; Albion U. Jenkins, Pruden- 


HAeNATIONAL UNDERWRITER 


tial, vice-president, Charles L. Van 
House, Coastal States Life, secretary- 
treasurer, and Kenneth Ward-Smith, 
Life & Casualty of Tennessee, execu- 
tive committee member-at-large. 
Mr. Booke said the currently popular 
“cheaper by the dozen” concept is 
making it hard on the agent who is 
the life blood of the business. “We try 
to give the agent a few extra dollars 
by way of group insurance and there- 
by remove his market for ordinary 
insurance,” he said. “We give him a 
matter to be presented to the commit- 
tee of the society studying the matter. 





ew 
Major Medical 
Health Plan* 


One policy to cover an individual 
or an entire family—children from 


birth to age 21 


Participating rates, highly com- 


petitive. 


Distinctive and Exclusive Features 


Guaranteed Renewable 


Get Full Details from Our Nearest 
General Agent or Branch Office, or 
Write the Home Office 


*Now Available in Most States 


CONTINENTAL 
ota, ASSURANCE 
COMPANY 





mrad, 





INSURANCE 
SERVICE 4 


310 South Michigan Avenue, Chicago 4, Illinois 





guaranteed insurability rider and 
make it easy for the policyholder to 
postpone buying the insurance he 
needs today. We issue larger policies 
on a lower commission scale because 
we want higher amount policies and 
because they are more profitable for 
the company, but we make it less 
profitable to the agent. We are putting 
group insurance on mortgages and 
bank loans, cutting out the market for 
ordinary insurance. Even the indivi- 
dual A&S market is being taken 
away by the group insurance. 

“Selling plans such as split-dollar 
and others designed to avoid taxes are 
only making trouble for the insurance 
business, both in less commissions to 
the agent, but also in the attitude of 
the Treasury Department toward com- 
panies.” 

Frank Samford, president of Liberty 
National of Birmingham, reviewed the 
current income tax situation. He pre- 
dicted that companies would pay tax 
for 1958 under the 1942 law because 
the industry is divided, and the Treas- 
ury has stated it is not willing to 
accept a bill unless it is on a perman- 
ent basis. 

Discussing the total income ap- 
proach, Mr. Samford emphasized that 
under such a bill the mutuals could 
control the tax they would pay to the 
government, and would have such a 
“terrific tax advantage” that it would 
probably be impossible for stock com- 
panies to successfully compete. 

He said that such a bill, if passed, 
while it would considerably increase 
the tax paid by stock companies, would 
reduce the tax paid by the mutual 
companies and would, therefore, re- 
sult in very little, if any additional 
net income to the federal government. 

H. Carey Hanlin of Provident Life & 
Accident described the system by 
which his company calculated prem- 
iums for a guaranteed insurability 
rider. 

Charles Beardsley, Security Life & 
Trust, discussed the approaches a 
company could use in adopting prem- 
iums graded by size and the advan- 
tages and disadvantages of adopting 
a new rate book grading premiums 
across the board. 

Roy Day and Jeff Stulce of Life of 
Georgia discussed the problems they 
faced in planning a grading-by-size 
rate book for their company and the 
methods of solution. 


A new approach towards calculating 
of premiums was presented by James 
Anderson of Bowles, Andrews & 
Towne, who took into consideration 
many factors heretofore disregarded, 
but which become practical through 
use of the electronic computer. 

Other discussions included “A&H 
Reserves” by Esse D. Langston, con- 
sulting actuary; “Family Plan in Indus- 
trial Insurance” by Thomas H. Pate of 
Independent Life & Accident; “Survey 
on Experience with Family Plan Poli- 
cies” by John L. Glenn, consultant of 
Bowles, Andrews & Towne; “Agency 
Problems in the Ordinary Field” by 
Richard C. Blanton of United Ameri- 
can Life; and “Agency Problems in the 
Industrial Division” by Walter J. Mays 
of Western & Southern Life. 


Federal taxation was also discussed 
by Bruce Batho of Life of Georgia and 
Kenneth Ward-Smith of Life & Cas- 
ualty of Tennessee. Jack Bragg of Life 
of Georgia reported on a discussion at 
the Society of Actuaries meeting in 
Cincinnati relative to membership 
requirements and examinations of the 
Society and licensing or certification 
requirements for the actuarial profes- 
sion. J. Eugene Taylor of National Life 
& Accident led a discussion on the 
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Calls Life Insurane 
An Answer To Risin, 
Cost Of Education [,,, 


College tuition rates can be gies 
pected to double and in some ey 
triple by 1970, and so long-term py, 
eting for their children’s educa, 
may become for American parents 
basic as life insurance or home by 
ing, Henry T. Heald, president of 
Ford Foundation, told members of typ 
New York chapter of American & e 
ciety of CLU at its annual confermeyfi., y 
luncheon in the Waldorf-Astoria 4, 
tel. In |! 

Mrs. Margaret F. Carlsen, Equitabjmame 
Society, presided at the lunchesplanne 
where CLU certificates were pafmanag 
stowed on 65 men and one woman anjmnnece 
advanced diplomas in agency mapiit yea 
agement were given to seven meointec 

To enable families to shoulder th 
financial burden of higher education; 

Mr. Heald said, we must completely 
revamp our methods of financing sy 
education. 

“One possibility,” he said, “may hee 
the development of far more ambi.# 
tious pre-payment and insurance pn. 
grams that parents can _ undertake 
while their children are still in thei 
infancy.” 

“In any event,” Mr. Heald con-fece 
tinued, “the solution of these prob. i 
lems will require the combined ¢.- 
forts of our colleges and universities & 
foundations, governmental agencies} 
and institutions with broad experi-f 
ence in family finance such as jp- 
surance companies, investment firms 
and banks. It will require unceasing 
experimenting with new approaches” 


vel 


' 


Opportunity To Serve 


Dr. Heald told his listeners that 
they, as agents and family advisers 
had a unique opportunity to perform 
a valuable and needed service in 
counselling their clients to begin 
planning as early as possible for theisiti 
education of their children. He urged 
his audience to keep abreast of de 
velopments in education and to pas 
along such information to clients. 

He said that CLUs, as people who 
had attained their educational certif- 
ication, could appreciate that the bes 
insurance that families could giv 
their children was the education theyg 
needed to develop their capabilities 
and contribute constructively to s0- 
ciety as a whole. 


Security Benefit Life has been l- 
censed in five more states: West Vir 
ginia, Georgia, North and South Carr 
lina, and Virginia. a 








Levering Cartwright 
INSURANCE STOCKS 


Life-Fire-Casualty 


Cartwright, Valleau & Co 


Members Midwest Stock Exchange 
Board of Trade Building 
Chicago 4, Illinois 
WAbash 2-2585 Teletype CGIéi 


You may telephone orders collect. 
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ells How To Get Work Simplification 
’ograms Accepted And Put Into Effect 


How to formulate work simplication 
. how to get them accepted 

put into operation, and what 
can be expected of them were 
i by William W. Eitel, methods 
anager of Home Life of New York, 
the annual meeting of Life Office 
agement Assn. in Atlantic City. 
jowing is part of an abridged ver- 
on of Mr. Ejitel’s talk. The conclu- 
, will appear next week. 


In Home Life, work simplification 
sme about as an almost natural but 
Hanned outgrowth of a cost-conscious 
hanagement’s efforts to cut down on 
innecessary expenditures. A number 
years ago, our management ap- 
sinted a committee to ferret out the 
nice but not necessary” activities 
nd budget items. This committee, 
nporary in nature, did a fine job. 
ing this time, a symbol of what 
fe were trying to do was born in the 
on of a cartoon character whom 
ve call Mr. Spendrite. 
He symbolizes Home Life’s interest 
h sound management practices and 
Heas that help control expenses. His 
heory is that since it is desirable and 
ecessary to spend money, let’s be 
prtain to spend it in the right direc- 
on. As this program progressed, we 
ognized that Mr. Spendrite was not 
) be satisfied by merely eliminating 
he “nice but not necessary.” To carry 
t this program still further, we had 
find better, easier, and less costly 
ays of performing the necessary. 
And so, out of the deep interest of 
managemr tt came the impetus to 
ok into the benefits we could expect 
om work simplification. With a cen- 
methods department and with the 
ong support and stimulation that 
d been given this activity through- 
t the years, we were in an ideal 
sition to move rapidly in starting 
program. 
We did two things outside the com- 
y to help make certain our program 
buld be successful: 


und Same Formula 


First, we visited or wrote to a 
ber of companies who had _ suc- 
ul work simplification programs. 
each case we found the same 
ula: (1) Strong interest on the 
rt of top and middle management; 
) inspirational instruction and close 
ow-up on trainees; (3) effective 
d continued promotion; (4) recogni- 
in of accomplishment. 

Secondly, several of us attended 
tk simplification round tables at 


RW’ York University to learn as much 


right 
‘OCKS 


alty 


a & Co 


lding 





is 
pe CG14% 


5 collect. 


we could about any techniques in 
ching, and to take advantage of the 
ry of information on work simpli- 
that these round tables had 
up. 

ormally, company programs are 
started within individual organiza- 
ns until after completion of the 10 
ek course at New York University, 
one similar to it. You might be 
rested, however, in knowing that 
se of ‘us who attended the New 
k University training course, in 
spring of 1955, wrote our manual 
H got our training program off to a 
so that we were only a few 
‘Ss behind the course we were 
Pn - This may seem to be in 
nature of keeping one jump ahead 
he sheriff, but I can say one thing 
it—the material was fresh. 

ce we were blessed right from 
start with strong support from our 


top management, selling the program 
to lower levels was easier than it 
might otherwise have been. If you 
want to get people interested or en- 
thusiastic about a program, it must 
be quite clear to them just what the 
nature of the benefits will be as well 
as the problems which they will be 
called upon to help solve. 

Before starting our program we 
presented our plans to the officers of 
the company. We carefully outlined 
the program we had in mind; what 
we felt it would accomplish; the need 
for their enthusiastic acceptance; and 
the role they would play in guiding 
and stimulating people in their de- 
partments. 

We told them of our objectives so 
that they could be clear on just what 
we felt could be accomplished. 

First of all, you may readily suspect 
that an obvious objective was to save 
time and money and to improve ser- 
vice. 

However, while this was important 
in our minds, we also wanted to secure 


an expansion of our methods activities 
by training supervisory personnel in 
the techniques of work simplification. 
Specifically, this would be helpful in 
two areas: 

1, Projects which would have other- 
wise taken the time of the methods 
division could be worked on by de- 
partment personnel trained in work 
simplification, with advice and guid- 
ance by the methods division as 
needed. 

2. Where the methods division was 
called in to participate in the more 
complex surveys, a better understand- 
ing would exist as to what was 
happening and what we were trying 
to accomplish. Also, we could expect 
an even greater degree of cooperation 
from departmental personnel. 

We also wanted to make it possible 
for everyone in the company to parti- 
cipate in finding better ways to work. 
I think you will agree that many 
clerical jobs do not provide an outlet 
for the creativeness that may be in 
the people who fill them. Work simpli- 
fication would give them a chance to 
do some constructive thinking about 
their own work. 

It would also give them an addi- 

(CONTINUED ON PAGE 28) 


Occidental Of Cal. 
Policyholders Have 
New Payment Plan 


Occidental Life of California policy- 
holders may now combine all :their 
monthly premiums—for both life and 
A&sS policies—into one payment under 
the company’s improved pre-author- 
ized check plan. 

With the new plan, payment of 
premiums for all policies in one family 
may be combined into a single month- 
ly check. Only one of these policies 
need meet the monthly minimum 
premium requirement of $5. The 
single payment, with the same mini- 
mum, is also available with the com- 
pany’s salary savings method. 

Occidental introduced its automatic 
payment plan for life insurance in 
1956, and its new plan is now available 
in Canada. 


Employers Life, an affiliate of Em- 
ployers Liability group, has been li- 
censed in Delaware, Kentucky, Louisi- 
ana, Mississippi, Pennsylvania and 
Oklahoma. 








Modern Service In 


Pension Business 


Lincoln National’s new pension de- 
partment is streamlined for service... 
new policies . . . new guaranteed issue 
- - - new simplified underwriting. An- 
other reason for our proud claim that 


ENL is geared to help its fieldmen. 


The 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Its Name Indicates Its Character 


Fort Wayne, Indiana 
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Applies Scalpel To Problems In A&S 
Created By Patient, M_D., Insurers 


MEMPHIS—A minority of patients 
are dishonest or unfair in making or 
creating claims under medical insur- 
ance; a few physicians act in such a 
way as to result in excessive insurance 
payments, and some insurer practices 
and a minority of insurers pose real 


Hughes of Memphis, president Mem- 
phis & Shelby County Medical Society, 
told the convention here of Insurors 
of Tennessee. 

On the other hand, he declared, fees 
provided in A&S coverage for medical 
attention are shamefully low; the 


complicated; and insurers impose on 
doctors for an excessive amount of 
work in connection with claims. 

Dr. Hughes was especially critical 
of the habit of insurance company ad- 
justers of calling doctors’ fees exces- 
sive. 

However, he strongly praised insur- 


difficulties for doctors, 


Dr. John D. claim blank 


is needlessly 


long and 





Means Quantity Discount On Each $1,000 You Sell 


The premium per $1,000 decreases as protection 
increases. That’s the effect of the true Quantity 
Discount which Great-West Life has introduced 
as part of ‘Design for Tomorrow’—its new look 
in life insurance. 


This save-on-size concept makes it easier to sell 
all the protection your clients need. 


Great-West’s Quantity Discount applies to its 
entirely new line of individual life insurance 
policies—on all amounts over $3,000. It saves 
policyholders money today . . . and in the years 


ahead. This saving enables you to sell more pro-- 


tection than ever before in the personal, family, 
juvenile, women’s, and business markets! 


Here are the other selling features of ‘Design 
for Tomorrow’”’: 


1 Three special policies for business and taxation 
fields. 


® Preferred Whole Life Par (minimum $10,000, 
ages 0-70). 


® Special Whole Life Non-Par (minimum 
$10,000, ages 15-70). 


THE 





® Maximum Security Par (minimum $10,000, 
ages 15-70; special dividend option on mini- 
mum of $25,000). High, early cash values! 


Repucep RaTes FOR WomEN—Preferential 
rates on two special par plans—same high 
cash values and dividends as paid to men! 


Term. rates further improved by Quantity 
Discount. 


New Look for popular Estate Builder Juvenile 
plan. 


* 
5 Incregased Dividends — plus increased rate 
(3.40%) on dividend accumulations. 


And in addition .. . 


New Retirement Income plans. 
Low-cost Home Security policy. 


Home Security Riders to combine with any 
permanent plan. 


Autopay—monthly premiums automatically 
deducted. 


For further details, call us today. 


Great-West Lire 


ASSURAN 


HEAD OFFICE - 


ce 


COMPANY 


WINNIPEG, CANADA 
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ance company development of- 
coverage; he believes the busine 
at the inception of its developme 
and he is convinced that any prob 
that exist in this field can be wofr 
out by closer liaison between dog 
and insurers. q 
In substance, Dr. Hughes said: 
Now that the vast majority of Am 
icans have medical insurance’ gp 
private basis, the magnitude of # 
investment alone justifies a discy 
in some detail of what steps 
taken to improve the quantity @ 
quality of service which they rege 
Common sense has convinced the g 
lic that it is wise to insure agg 
illness, as well as against fire or lg 
of other kinds. But common sg 
likewise says that insurers and phy 
cians ought to and can improve m 
ical insurance. 4 
Physicians as well as insurers { 
serve an accolade for helping to | 
velop medical insurance and for « 
tinuing to encourage the purchase 
it from reputable companies. 


ie a la A meas mt. Se > de Se ates 


Should Confer Frequently 


Insurers and physicians are par 
ners in originating, developing, 
seeking to administer fairly this 
tremely important form of i 
and they should confer frequently 
frankly. 4 

Three parties are involved in ¢ 
type of protection—patients, doctor 
and insurer. Each has his rights ap 
around each certain difficulties we 
bound to develop. Yet none is insol 
ble. 8 

Perhaps the patient has posed 
greatest number of problems. Too ofta 
he has not really read his policy # 
detail and contends that he deserve 
certain benefits which the contra 
specifically excludes. I always ing 
on the patient allowing me to read} 
entire policy whenever he complain 
of an injustice by an insurance com 
pany and almost invariably I find th 
his position was ill taken and polité 
point this out to him. This consum 
time but I feel it is a physiciam 
obligation to help his patient in th 
way and certainly it is far better tha 
to blandly tell the complainant to ta 
it up with the insurer. 3 


Withholding Of Information 


A second problem posed by an @ 
casional patient is the deliberate with 
holding of information from the inst 
er when the policy is first taken u 

a 


Boe 


When insured finds that the ins 

will not pay for an operation fo 

condition which existed prior to@ 
contract, anger results. For examipi 
a lady requested that I examine i 
carefully because of indigestion. Int 
course of taking the history I elicité 
the fact that several physicians 0v4 
a period of the previous eight yea 
had x-rayed her gall bladder and ea 
had found stones. I found them 4 
and referred her to an_ outstandlj 
local surgeon who removed them w 
eventfully. Several weeks after 
operation she stormed into my oli 
insisting that I sign an_ insufabi 
claim for the operation, stating a 
unlady-like words that the surg 
refused to do so. She finally admilé 
that she had taken out the policy on 
four months prior to the operation # 
had not mentioned that she was kno 
to have gall stones. I also refused 
sign her claim blank and to this ¢ 
she vents her spleen to friends @ 
associates concerning how meai' 
surgeon and I are. Fortunately, ® 
type of chiseler is rare. Yet I wont 
how often unscrupulous individ 
collect, after withholding impo 

(CONTINUED ON PAGE 32) 
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Verna Huffman, State Farm’s very first employee, just retired. She’s 
outst Watched our Life Company grow from 1 policy to over $1 billion in force 


1 them 
after 0 
) my offic 
= Verna knows all about humble beginnings. She was the first person = We’re still pioneering that idea, Verna . . . no other life insurance com- 
ar ae hired by our founder, the late George J. Mecherle, in a one-room office _ pany has ever attempted such a widespread decentralized operation. 
ly ee in Bloomington, Illinois. 
policy 0m 
eration aif Verna knows all about pioneering, too. She was there during the years 


was kno¥ wh 
refused “2€n new ideas about insurance were just gaining acceptance. Ideas 


to ae é like “home offices away from home” for our Life Company, to bring 
mean i the company closer to the people we serve. We’ll miss you, Verna . . . come back and see us often. 
ce STATE FARM 
individe State Farm Life Insurance Company 
import 
E 32) 


But in the end, an insurance company is people. . . loyal people like 
Verna Huffman. Their devotion to duty has helped us grow into three 


great companies, serving over six million policyholders, in just 36 years. 


Companion company of State Farm Mutual Automobile Insurance Company and INSURANCE 
State Farm Fire and Casualty Company. Home Offices: Bloomington, Illinois - 





Seen Thru The Lens 
At LIAMA Annual 
Rally At Chicago 


Edwin P. Leader of Bankers Life of 
Iowa, left, newly elected president of 
Life Advertisers Assn., and J. Harry 
Wood, managing director LIAMA. 


From left, S. Rains Wallace, director of research LIAMA; Lee N. Parker, ad- 
ministrative vice-president and treasurer American Life Convention and presi- 
dent American Service Bureau; Davis W. Gregg, president American College of 
Life Underwriters, and Ben F. Hadley, vice-president and director of agencies 
Columbus Mutual Life. 


A group of rast presidents of LIAMA with Managing Director J. Harry Wood 
shown at the “Old Guard” dinner during the annual meeting, from left, R. R. 
Davenport, vice-president and agency director Southwestern Life; Stanton G. 
Hale, vice-presiident for sales Mutual of New York; Grant L. Hill, vice-presi- 
dent and director of agencies Northwestern Mutual Life; Sam E. Miles, vice- 
president and secretary Provident L. & A., and Mr. Wood. 


AT RIGHT 


More of the “Old Guard” at the annual dinner, from left, H. I. Weir, vice- 
president and director of agencies London Life; Raymond W. Simpkin, agency 
vice-president Connecticut Mutual Life; Burkett W. Huey, director of institu- 
tional relations LIAMA; Dudley Dowell, executive vice-president New York 
Life and a former LIAMA president, and Harry J. Stewart, president West 
Coast Life. 
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Photographed at the LIAMA annual, from left, James R. Williams, 
president Health Insurance Institute and vice-chairman Health Insurance 
cil; Roy A. MacDonald, managing director Life Office Management Assn.; B 
G. Gifford, managing director International Assn. of A&H Underwriters, 
Ralph H. Kastner, general counsel American Life Convention. 


Shown at the 
LIAMA annual 
meeting at Chica- 
go, from left, Oren 
D. Pritchard, Un- 
ion Central Life, 
Indianapolis, pres- 
ident National 
Assn. of Life Un- 
derwriters; Charles 
H. Schaaff, execu- 
tive vice-president 
Massachusetts Mu- 
tual Life, and A. F. 
Williams, vice- 
president and su- 
perintendent of 
agencies Crown 
Life. 


vice-presi 
dent John Hancod 
and _ president 


by two of the 
sociation’s diret 


dent and agett 
director of 
American 
left, and Eber i 
Spence, a direct 
of America 
United Life. (Mf 
Spence recent 


retired from the company as active head of the agency department.) 
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|Family, Pension Plans 
\|ntroduced At Acacia 
i] Mutual Conferences 


Acacia Mutual has held two region- 
al meetings, one at the Greenbrier 
hotel, White Sulphur Springs, and the 


other at the Stanley hotel, Estes Park, 
Colo. Combined attendance, including 
gnumber of wives, totaled nearly 800 


The principal speaker at both meet- 
ings was Mr. Howard W. Kacy, presi- 
dent, with his talk titled, “This Is the 
Age of Specialization—Why Turn 
Back the Clock?” The meetings were 
under the direction of Harry J. Shaf- 
fer, agency vice-president, who also 
made the closing address at the 
conclusion of the business sessions. 

A highlight of the meetings was the 
introduction of two new types of 
coverage—a family plan and a person- 
alized retirement service. 

Family Plan A Rider 

The family plan which is issued as 
a rider, can be built around any 
permanent type of insurance the 
company issues. The term insurance 
on the wife runs to her age 55, 60 or 
65 and may be for any amount from 
$2,000 to a maximum of $6,000. 

Coverage on children is one-half the 
coverage on the wife and runs to the 
child’s age 25 or the expiry date of 
the rider, if earlier. The children’s 
coverage is convertible at expiry with- 
out evidence of insurability to any 
permanent plan on a five to one basis. 

The family plan rider becomes 
paid-up upon the death of either the 
husband or the wife. Premiums for the 
rider, which is participating, are based 
on the age of the wife only, and there 
isno adjustment in the amount of the 
coverage where the ages of the hus- 
band and wife are not the same. 

A sample annual premium rate per 
each $1,000 of coverage on the wife 
and $500 on each child, including 
future children, at age 30, is $11.45, 
$12.86 and $14.78, for expiry ages 55, 


"# 60 and 65, respectively. 
if Premium Rate Sample 


A feature of the plan is that cover- 


. flanke@ age on newborn children starts on the 
of the a lith day after birth for the full 
n’s diret# amount. The rider permits the use of 
. D. Ham any permanent plan policy for the 
- presi husband, with no limit on the amount. 
nd agetti? Included in Acacia’s pension pro- 
r of gram are seven new policies providing 
icanlil@ pension retirement coverage, special 
id Eber M§ policies for combining pension plans 
a direc and a series of 10-payment contracts 
nericag _ 

Life. (i WEST COAST OPENINGS 

ce recenll 0,000 







~ 


a 
- GROUP SALES DIRECTOR — This open- 
ing is in a very desirable area of Cali- 
fornia, with an excellent Company, cur- 
tently entering the Group field. They are 
desirous of obtaining the services of a 








man in the thirty-forty age bracket with 
a college degree and experience in the 
eight-ten year range. Background should 
consist of an above average production 
tecord and concrete Administrative ex- 
perience acquired on Home or large 
Branch Office levels. 
GROUP ACTUARY — Well established, 
financially sound Company in the “small” 
category. We have worked with this 
pany over the years and can recom- 
mend them without reservation. Specifica- 
ons: twenty-five-forty year age range, 
“Six years Group Actuarial experience 
| and willingness to function in other Ad- 
_ Mimistrative areas apart from the con- 
a fines of strict Actuarial duties. 
de selection positions available every sec- 
of the country LIFE—A&H—FIRE—CAS- 
A lutely confidential handling of 
obh les. Write for HOW WE OPERATE. 
gation to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells : Chicago 6, Illinois 
HArrison 7-9040 
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to be used for older participants. 

New sales tools for the pension pro- 
gram were also introduced and in- 
cluded a visual presentation, a detailed 
check list, an employe booklet and a 
complete proposal which will be 
tailored individually for each case. A 
streamlined manual provides agents 
with the background and details con- 
cerning pension selling. 

Home office forms have _ been 
simplified and sample pension agree- 
ments are available for the use of 
attorneys. A guide to federal tax 
qualifications is also provided and 
includes procedures for qualifying the 
pension plan with the Internal Rev- 
enue Department and sample forms 
for initial as well as annual submis- 
sions. 


Qualify For Lincoln Natl. Club 

More Lincoln National Life agents 
—283—qualified for the company’s 
Minute-Men Club this year than ever 
before. David Warshawsky of the 
Feder agency of Cleveland earned the 
presidency for the third straight year. 
William Rosenfeld, Greenville, S. C. 
was vice-president. 


“makes a ¥ 
Twentieth Century ° 
life insurance agent? ? 


It takes a great deal of specialized knowl- 
edge and training in life insurance for an 
agent to adequately serve the needs of the 
publicin our fast-moving, frequently-chang- 
ing Twentieth Century. The Prudential In- 
surance Company is proud that in 1958 
alone 67 of its employees have earned the 
right to display the coveted key of the 
Chartered Life Underwriter. This brings 
to 553 the number of Prudential repre- 
sentatives who bear the designation of the 
C.L.U. or C.L.U. Associate. And another 375 
Prudential employees have passed one or 
more parts of the c.L.u. course. Five 
Prudential representatives have completed 
the c.L.u. Agency Management course, and 
four others have passed the first part. 





Plumley To Business 
Leaders: Help Correc 
Political, Social Ills 


H. Ladd Plumley, president of State 
Mutual Life, in a speech before the 
Memphis Chamber of Commerce, 
urged American businessmen to learn 
more about the dangers of inflation, 
weaknesses in our educational system 
and political problems facing the na- 
tion and to use their influence to cor- 
rect them. 

Mr. Plumley’s speech came at the 
conclusion of a trip by home office 
officials to Memphis for the company’s 
first regional policyholders meeting, 
during which several hundred pol- 
icyholders heard Mr. Plumley and oth- 
er State Mutual executives give a de- 
tailed analysis of company operations. 

In his speech to the Memphis cham- 
ber, Mr. Plumley said inflation, edu- 
cation and politics should be areas of 
concern to every man in _ business. 
However, he added, “they are subjects 






What 





1} 


which I am afraid we leave to editorial 
writers or we ignore them completely 

ecause we feel that we do not know 
enough about them, and hence we bow 
out to the so-called experts.” 


Letting George Do It 


Mr. Plumley said, “Nations in the 
past have ignored inflation, and have 
lost the value of their currency alto- 
gether. We have left education to the 
vagaries of so-called progressive edu- 
cationalists and the race for life in 
which we are now engaged with Rus- 
sia calls for superior minds, not 
greater proficiency in folk dancing. 
We have, in years gone by, remained 
in our clubs and homes and left poli- 
tical activity to the so-called politi- 
cians, lumping good and bad together 
in a kind of mental wastebasket la- 
beled ‘self-serving office seekers.’ ” 

Mr. Plumley asked his audience to 
look at the accomplishments of busi- 
nessmen when they put their talents 
and manpower behind such projects as 
the Community Chest, Red Cross and 
improved schools, and to imagine what 
they could do if those same talents 

(CONTINUED ON PAGE 22) 








Prudential is equally proud of its 1,167 
life course graduates of the Life Under- 
writers Training Course, bringing the total 
number of employees carrying this desig- 
nation to 5,262. Another 2,022 have com- 
pleted half of this L.u.t.c. course. And 
1,209 employees have passed their final 
examinations in the Accident and Sick- 
ness course, bringing to 2,071 the total 
number of Prudential L.u.T.c.’s in this area 
of study. 

This professional training is in addition 
to special courses that Prudential agents 
and supervisory field personnel take — all 
of which makes certain that the man who 
represents Prudential deserves to be called 
a Twentieth Century life insurance agent. 





The Prudential 


INSURANCE COMPANY OF AMERICA 


LIFE INSURANCE ANNUITIES 
SICKNESS & ACCIDENT PROTECTION 
GROUP INSIURANCE + GROUP PENSIONS 
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12 
partment in 1942 and was manager of Ernest W. Hatcher, manager of the = 
Hatch Heads John the machine accounting division and computer division; James E. Bark- Medical Care Costs Up 
Hancock's Electronic administrative assistant to the control- house, assistant manager, and Thomas 4.5 % As A&S Benetit 
e f bei inted iate F.M , staff istant. 
Brain Department nn se Ce ee Payments Increase 10 


Harold F. Hatch, former associate Seven additional promotions which John Hancock Blood Donors Feted Benefit payments to American 
controller of John Hancock, has been became effective with the creation of | Some 250 employes of John Hancock, covered by A&S insurance throug 
elected 2nd vice-president in charge of the new department are George E. who have given a gallon or more of insurance companies exceeded $2 jj) 
the newly created electronic computer Wallace, associate director; John H. blood through the home office blood lion during the first nine months , 
and data processing department. Hughes, assistant director of the tech- bank, were honored at a dinner and 1958, an increase of better than 190] 

The new department will be respon- nical division; Lawrence P. Chvany, dance in the Dorothy Quincy suite. over the same period in 1957, accongJ 
sible for electronic data processing assistant director of methods, pro- More than 8,000 pints of blood have ing to Health Insurance Institute, 
procedures, with special emphasis on cedures and review; Richard R. Jen- been contributed by John Hancock While the latest consumer pri’ 
applications of Univac computers. kins, assistant director of the finance, employes since the blood bank was index of the U. S. Department , 


Mr. Hatch joined the auditing de- accounting and _ statistical division; founded in 1950. Labor showed that the cost of medic, 
care in the country has risen by 45 


ANDREW KAKOYANNIS, General Agent for the Berkshire Life Insurance Company in Miami, Florida, entered the business in New Yv... 

City in 1922 as Special Agent. In 1928 he became Manager in the same ay: in 1948 atone Berkshire Life as General Agent. bs py ieee copes 
a. ee ee that, from January through Septembe 
; Sok 1958, benefits paid under group Ags 
policies covering the costs of hospita 
surgical and medical care and logs ¢ 
income totaled $1.5 billion, a rise y 
11%. Benefits through individual ap 
family type policies, the institute s9j 

increased 9% to $506 million. 
Of the five major types of Ags 
coverage—major medical expen 
hospital expense, surgical expense 
regular medical expense and _ loss ¢ 
income—major medical showed the 
greatest increase in benefits paid, 


Benefits Increased 89% 


Benefits received by major medica 
insured increased 89% to a total o 
nearly $167 million. This sum—$if) 
million paid through group plans anj 
$5 million paid to individual insured- 
already surpasses the $130 million i 
benefits paid out during all of 193, 

These figures, the institute added} 
include policies written alone or t 
supplement basic hospital,  surgicd 
and medical coverages. 

Persons covered under hospital ex 
pense policies received a total of $7 
million, of which $622 million was 0 
group policies and $172 million 0 
individual policies. 

Surgical expense coverage account 
for $297 million in benefit payment 
with $242 million for group insure 
and $55 million to individuals. 

Payments to persons covered bj 
regular medical expense _policia 
amounted to $56 million, the institut 
survey showed, with $49 million paid 
out under group plans, and $7 million 
to individual policyholders. 

Persons covered against loss of it 
come received an_ estimated $i 
million with $376 million paid throug 
group policies, and $219 million und 
individual policies. 














































Northeast i Office 
Agents Name Ernest Rowe 


Seventy-four members of Northea 
Home Office Underwriters Club me 
at the State Mutual Life home offit 
and elected Ernest Y. Rowe, Nei 
England Life, chairman. 

H. Ladd Plumley, president of Stal 
Mutual, was host at a reception f 
club members. 7 

Other officers elected were Russ 





... and like the creative writer, an agent must utilize all the “If your qualifications meet our recruitment standards, you )p, Ireland, Paul Revere Life, 1st vi 
technical knowledge, personal experience, understanding certainly will. The whole philosophy of the program is to chairman; Howard A. Nelson, Jobs 
and talent at his command, before he reaches the happy help both new and experienced agents increase their income Hancock, 2nd_ vice-chairman, 
ending of a completed sale.” by increasing their knowledge and technical competence, It Frank W. French Jr., New Eng 


makes it easy to understand why today Life, secretary. 


Berkshire presents the greatest potential 
for personal growth in the industry!” Form CLU Group At Lafayette, In 
Lafayette CLU chapter is bel 

formed in the Lafayette, Ind., area ) 


E R K Ss HI R E 10 CLUs—John O. Bradshaw, Rodel 


LIFE INSURANCE Co. W. Brown, Louis O. Carr, Bernal 
Haught, Auburn C. Lambeth, Willi! 


“There’s more creativeness involved in insurance selling, 
Mr. Kakoyannis, than I ever realized!” 


“That’s right. Any member of Berkshire’s field management 
team will tell you that the successful agent’s job is 99% 
creative. That’s why our training and field supervision pro- 
gram is continuous, designed to add a never-ending fund 


of information to each agent’s total experience. With this P a 5 ‘ oe 

increased knowledge and technical skill the agents are seed gems poesia ge ae sieanend J. ee D. Mere 
uipped to sell : ” . Rankin Furey, C.L.U., President ston H. Robbins, Hal Nutt, $ 

equipped to sell even complex plans with complete confidence George D. Covell, C.L.U., Agency Vice President Helmuth, all of Lafayette. Offic 

“Would I get the benefits of this program?” PITTSFIELD, MASS. ¢ AMUTUAL COMPANY ¢ 1851 will be elected later. 
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nd loss of Brokers from coast to coast find there’s 

howed. the tremendous appeal in Travelers Life con- 

its paid, tracts. Take the guaranteed cost principle, 
for instance. You can tell your clients that 
the low rates are guaranteed, just as the 

jor medica! benefits are. 

a total o! Then there’s the matter of service. The 

bee Travelers has a claim service network that 


covers the United States and Canada with 
more than 4,000 full-time employees in more 





ill ( 
1 eu than 250 locations. 
ute added Add to this the fact that a trained, ex- 
lone or perienced Travelers brokerage man is anxious 


1, surgical to serve you—without charge. Yes, he’ll help 
you plan and develop business—and you get 
ospital ex full commissions on everything you write. 

, See The Travelers branch office or general 
00 ee agency nearest you for information about 
Travelers insurance. Or send the coupon for 
information. You’ll agree this is the life. 
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ONE OF THE LEADING LIFE INSURANCE COMPANIES 





} The Travelers, Life Agency Department, Hartford 15, Connecticut 
ont of Stal 


ception fii T F 
fe, 1st vice I 
Json, Joby 


rman, a HARTFORD 15, CONNECTICUT 
w Eng 


I’m interested in writing Life Insurance with The Travelers. Please 
have your nearest brokerage manager get in touch with me. 
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Growth Pattern Of 
Life Insurance Varies 
From State To State 


The increased ownership of life in- 
surance throughout the U. S. thus far 
in the 1950s shows a wide variation 
from state to state, ranging from 
221% in Arizona to 64% in Rhode Is- 
land, with a national average rise of 
96%, according to Institute of Life In- 
surance. 

In these seven years, total life cov- 
erage with life companies rose from 
$234,168,000,000 to $458,359,000,000. 

The state-by-state variations do not 
fall into any precise pattern, the in- 
stitute reported, but can be related to 
population rise and income increases, 
which in turn are related to the pop- 
ulation and to the level of ownership 
at the beginning of the period. While 
not measurable _ state-by-state, the 
spread of ownership throughout the 
family is also an important factor in 
the over-all growth of family protec- 
tion, the institute said. 


Population And Ownership 


The relationship to population is 
perhaps the most significant, the in- 
stitute indicated. The five states with 
the largest percentage rise in life in- 
surance ownership in these seven 
years—Arizona, New Mexico, Florida, 
Nevada and California—all had popu- 
lation increases well above average. 
Three of them had the largest relative 
gains in population in the U. S. 

All but one of the states with popu- 
lation increases one-fifth or more 
above average showed better than av- 
erage increases in life insurance own- 
ership. On an over-all basis, life in 
force rose seven times as fast as pop- 
ulation. 

As for increases in statewide per- 


HeNATIONAL UNDERWRITER 


sonal income, all of the states with 
income gains of 20% or more above 
the national average gain showed bet- 
ter than average increases in life in- 
surance. The five leading states in life 
gains were also the five leading states 
in income gain. Life in force increased 
over-all nearly twice as fast as ag- 
gregate personal income. 

The matter of relative level of own- 
ership per family at the start of the 
period is also important, as all of the 
first five states in life insuranec gain 
during the period were well below av- 
erage in life insurance per family in 
1950. At the same time, all but two of 
the leaders in ownership per family 
in 19850 were below average in the 
seven-year percentage gain in aggre- 
gate ownership. 


Leaders Below Average 


The 1950 leaders in ownership per 
family were Delaware, Connecticut, 
New Jersey, New York, Ohio, Illinois 
and Pennsylvania, and the last five of 
these states were below average in 
percentage life insurance gains over 
the seven years. In fact, Pennsylvania 
was one-fourth below the average. 

Only Delaware, one of the two lead- 
ers in ownership per family in 1950, 
remained among the top ten in per- 
centage rise in aggregate ownership 
during the seven years, and Connecti- 
cut, the other 1950 leader, was just 
above average in ownership gain. 

Ind. Farm Bureau Has New Rider 

Hoosier Farm Bureau Life of In- 
dianapolis is now issuing a family plan 
rider available in up to three units, 
each requiring $5,000 minimum basis 
permanent coverage on the husband’s 
life. Each unit of rider provides de- 
creasing insurance on the wife—$4,450 
at her age 20, reducing to a level 
amount of $1,000 at age 43. Children 
are insured for $1,000 each to age 21. 
Premiums are the same for all issue 
ages and are payable to the husband’s 
age 65. 


McLaughlin And 
Balkema Advanced 
By Nw National 


D. D. McLaughlin and E. P. Balk- 
ema have been elected vice-president 





D. D. McLaughlin E. P. Balkema 


and agency director and second vice- 
president and manager of agencies of 
Northwestern National Life. 

Mr. McLaughlin has been with 
Northwestern National since 1940. Aft- 
er serving in various capacities, in- 
cluding that of sales director, he was 
named agency director in 1956 and 
second vice-president and agency di- 
rector in 1957. 

Mr. Balkema has been with North- 
western National Life all of his busi- 
ness life, having joined the company 
as an agent at Grand Rapids, in 1928. 
He was named manager of the De- 
troit agency in 1936 and was subse- 
quently transferred to the home office 
as sales promotion manager in 1951, 
becoming manager of agencies in 1954. 


Sales of new ordinary by North- 
western National Life were $28,528,- 
000 in October for the company’s best 
month in its history. October was 10% 
ahead of October a year ago. For the 
first 10 months, ordinary sales totaled 
$164,635,000 compared with $148,668,- 
000 a year ago, a gain of nearly 11%. 














policies and sales 


modern sales phil 


Family, Franchise 


DETROIT 26, M 


A GOOD COMBINATION 
IS HARD TO BEAT 


Take National Casualty’s modern portfolio of 
combination for effective selling. National’s 


with its quality Disability Income, Hospital 
and Surgical coverages for the Individual, 


Guaranteed Renewable Policies Available! 


Establish and build your own Direct Agency— 
highly attractive agency appointments in select 
territories now available. Write today for full 
particulars—Address: Accident & Health Div., 
National Casualty Company, Detroit 26, Mich. 


ICHIGAN 


aids. That’s a hard-to-beat 
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or True Group case. 
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Look For Unselfish 
Individual When 
Choosing Superviso; 


What is the most important persong 
characteristic the agency Manage 
should look for when attempting {, 
select a good supervisor from am 
the top producers in his sales fore» 
Robert M. Best, branch manager af 
Business Men’s Assurance at Colun. 
bus, in his talk before the agen 
section at the annual meeting 4 
American Life Convention at Chicag, 
said that above every other consider. 
tion the manager’s choice should 
influenced by whether or not the ma 
he picks is basically an unselfish ingj. 
vidual. 

Mr. Best, whose agency’s 33 sale. 
men in five sales units sell life anj 
A&S coverage in 54 rural and sem). 
rural Ohio counties, said in 1954 fy 
came to the conclusion that in orde 
to realize the full potential of th 
extended territory assigned to hi 
agency he would have to develop gog 
supervisors. 


Looks For Traits 


In making his choices since then he 
has looked for several personality 
traits in the men selected. “But mog 
important of all he must be completely 
unselfish,” Mr. Best said. “Many times 
our top salesmen are much too selfish 
to be good supervisors.” 

Money is not the thing a manage 
must sell to a potential supervisor, Mr 
Best said, but rather his ego should 
boosted by making the sales manage§ ward W 
ment concept appealing to him. The presider 
opportunity to help others get started ficial L 
in the life business should be mad™R. H. W 
attractive, and he must be sold on the ington, | 
job satisfaction supervisory work af 
fords. 

As for his other qualifications beg All A 
sides unselfishness, Mr. Best emphas-g2W lic 
zed that the ideal supervisor mug Louisian 
know the business and _ have thgntered: 
patience required of a good teache 
He should be enthusiastic and also k 
able to impart some of his own feel: 
ings to the sales force. 

One of the biggest mistakes a man 
ager can make, Mr. Best said, is tt 
hire a supervisor, pay him a 
commensurate with his supervison 
position, and then refuse to give hin 
any real responsibility or authority 

Mr. Best said that in his agency, thi 
supervisor has complete authority an 
responsibility and is encouraged to ws 
his own judgment in recruiting, sele 
tion, training and supervision. Agent 
problems are channeled  upwatl 
through the supervisor and he is thy 
one who schedules and conducts | 
own meetings. 

Mr. Best also noted that “Evel 
established agency has men Wi 
ability to do supervisory work. Ti 
manager that doesn’t utilize te 
abilities is dissipating the grealéy 
asset in his agency.” 


‘Too Frail’ For Life Coverage, 

Maryland Woman Outlives Expé® 
Back in 1881, Mary Easby-Smith 

Hyattsville, Md., applied for a life P 

icy and was rejected on the groulé 

that she was “too frail.” If the mé 

tality tables of the period are @ 

as a guide, the chances are that 0 | 

unknown underwriter who Wim 

down her application has long %™ 

passed on to his just rewards. ™ 

Easby-Smith, on the other hand, - 

recently celebrated her 100th birtht 

at Carroll Manor, a Catholic home 

the aged. 
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AALU Cuts Dues From 
$200 To $100 A Year 


WASHINGTON—Assn. of Advanced 
Life Underwriters, which set its dues 
at $200 a year when it was organized a 
little over a year ago as an outgrowth 
of a group formed to defend the inter- 
est deduction in bank-loan sales, has 
reduced the dues to $100 a year or $50 
every six months. 

The change was made to bring in a 
wider source of new ideas and permit 
wider delegation of authority, with 
more members participating in the 
management. Another reason was to 
develop a program “sympathetic to the 
needs of more people.” 

Finally, as stated by Cooper & Silver- 
stein, AALU’s counsel and executive 
directors, ‘a larger group would have 
that much more prestige and effective- 
ness in the protection of the interests 
of our members. It cannot be ignored 
that in our social and political institu- 
tions, size itself represents a measure 
cf strength.” 


Form IASA Chapter 


A new mid-Atlantic chapter of In- 
surance Accounting & Statistical 
Assn. has been organized in Washing- 
ington, D. C. 

Right insurers in Richmond, Balti- 
more and Washington and the insur- 
ance department of Veterans Admin- 
istration, are members of the new 
chapter, which is the 10th in the U. S. 
and Canada. 

Officers are R. G. Diepenbrook, Peo- 
ples Life, Washington, president; Ed- 


iward W. Cosling, Baltimore Life, vice- 


president; W. T. Emory, Home Bene- 
ficial Life, Richmond, ‘secretary; and 
R. H. Winkleman, Fireman’s of Wash- 
ington, D. C., treasurer. 


All American L. & C. of Chicago is 

now licensed for A&S and life in 
Louisiana, bringing the total states 
entered to 31. 
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Selling By Mail Urged 
By Springfield-Monarch 


Howard Williams, recently named 
director of sales promotion of Spring- 
field-Monarch group, discussed how 
to “Put Sale In Everyday Mail” at a 
recent meeting of New Hampshire 
Insurance Women’s League at Dover. 

Mr. Williams was with Remington 
Advertising Agency in Springfield 
before joining Monarch Life in 1954. 
He was appointed manager of public 
relations in 1955 and director of public 
relations and advertising in 1958. He 
recently was a keynote speaker at a 
sales caravan of the New York State 
Assn. of Life Underwriters. 


National Life Of Vermont 
1959 Dividends Increased 


Directors of National Life of Vermont 
have voted an increased scale of 
dividends to be paid in 1959 on ordin- 
ary policies, retirement annuities, an- 
nuity builder contracts and yearly 
renewable term policies. The amount 
set aside to pay dividends in 1959 is 
approximately $16.1 million, an in- 
crease over 1958 of some $1.1 million. 

The 1959 scale on ordinary policies 
and retirement annuities applies to ail 
issues up to Dec. 31, 1958. For ordinary 
policies, the dividend boost increases 
proportionately at the longer dura- 
tions, the higher ages at issue and on 
the higher premium plans where the 
cash values per $1,000 are more sub- 
stantial. 


McKeever Heads New Utah 


HO Underwriters Assn. 


Al McKeever, New Hemisphere Life, 
has been elected president of the 
newly formed Utah Home Office Un- 
derwriters Assn. Other officers in- 
clude Arnold Foote, Pacific Western, 
vice-president; Mrs. Wynn Raleigh, 
Sentinel Security, secretary-treasurer; 
and Thomas Pace, American Service 
Bureau, publicity chairman. 
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Indianapolis Life provides its agents and general agents with liberal commissions 
. .. life-time service fees . . . hospitalization and major medical benefits . . . group 
life... and a non-contributory pension plan. A substantial training allowance is also 
provided, together with ALL the tools for building a successful, profitable agency— 
including : 1 Career compensation plan and production incentive agreement for new 
men. 2 Basic and programming schools. 3 Success-proven training courses. 4 Busi- 
ness and tax seminars. § Check-o-matic and premium deposit plans. 6 Special 


college senior plan. 


A complete line of competitive life, accident, sickness, hospitalization, major medical 


and family policies. 


Warter H. Hueu., President 


Arno_p Bere, C. L. U., Agency Vice-President 


INDIANAPOLIS LIFE 


INSURANCE COMPANY 
Mutual—Established 1905 


INDIANAPOLIS 7, INDIANA 


Y OPPORTUNITIES in Colo., Conn., Fla., IIl., Ind., la., Ky., Mich., Minn., Mo., Neb., N. D., Ohio, S. D., Tex., Wis. 



































Field men like the sales wallop of the new Shenan- 
doah Field Sales Program. 

Offers them better gate receipts with sound sales 
training — continuous flow of self-selling promotion 
aids — plus quick and understanding service from the 
home office. 


Increase your earning power easier and faster 
with Shenandoah — the company with the sales 
plan that packs more punch. 


For full information, write: 
G. Frank Clement, C. L. U. 
Vice President in Charge of Agencies 


Shenandoah Life 
= Susmrance Company 


Home Office ¢ Roanoke, Va. 





A Mutual Life Insurance Company Owned By And Operated For Its Policyholders 
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Mutual Of New York iter being in tore for certain set EQuitable Of lowa 
Boosts Terminal Poids ne ane mises, ta. Introduces Policy 


= 8 minal dividends will also be paid on 
Dividends $900,000 policies maturing by death. sj Changes To GAs 

The trustees of Mutual of New York The remainder of the increased Graded premiums, new rate books, 
have tentatively allotted $44.9 million dividend allotment is due to a larger policy series, and a savings plan sales 
for 1959 policyholder dividends, an volume of business in force. kit highlighted Equitable Life of 
increase over the amount set aside at The annual dividend scale on indivi- Iowa’s three-day meeting of general 
the end of last year of $1.7 million, of dual policies in general remains the agents in Des Moines. 
which $900,000 is due to a revised same as for 1958, but most policies Equitable’s new premiums are based 
basis of payment of terminal divi- will receive larger dividends in 1959 on continuous reductions above the 
dends. because they have been in force a year minimum amount of issue. Last year 

In the past, Mutual has paid termi- longer. the quantity discount was applied to 





The backfield must keep moving in this game 
of selling life insurance successfully. That’s why 
the home office staff at Minnesota Mutual is out 
on the field backing up the line and demonstrat- 
ing how to use sales tools that have no equals 
in the industry. 


This kind of backfield in motion puts new 
men into production fast . . . keeps good men 
growing . . . moves the best men into the end 
zone of advanced underwriting. This kind of 
teamwork has made the “‘Star of the North” 
the fastest growing mutual company. ; 





All this is backed up by a higher pay incentive 
ALI / contract, with an unbeatable combination of 
persistency fees, that guarantees growing income 

9 to the man who writes quality business. 


| 
fe — otion! These are the real re ‘ 


of the North”’ shines as a guiding light to many 
a career underwriter who has scored with... 





STAR OF 
THE NORTH 


7 The Agent Minded 


MINNESOTA 
MUTUAL 
LIFE 


Insurance Company 





Victory Square—St. Paul, Minnesota 
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all nonparticipating contracts; effe. 
tive Nov. 17 it will be extended aly 
to all participating policy forms. Simj. 
larly, the premium reduction factor fy 
female risks introduced last year 
nonparticipating and special partic. 
pating contracts will be extended t, 
the full policy line. 

In what is believed to be a “firgp 
in the life insurance business, th 
company also announced that it wy 
extend graded premiums to _ incom 
continuation (retirement income) ap. 
nuities. 

A complete new edition of polic; 
contracts also goes into effect. Beside 
improving the appearance of the policy 
a later optional maturity date has deer 
added on endowment policies; wordag 
has been reduced wherever possibj: 





and policy-holder privileges broaj. 
ened. As an example of this broadeng 
coverage, the waiver of premium dis. 
bility benefit has been liberalized 4 
provide that if the insured (male) be 
comes disabled after age 60, premium 
;swill be waived until age 65. Corr. 
sponding changes are provided fo 
waiver of premium benefits issued ty 
females. 

A new savings plan sales kit, ip. 
cluding all pre-approach and sales 
materials, a special rate book, and; 
phonograph training record, was dr- 
matized to the meeting. This pla, 
known as the Creative Savings Plan, 
will become the basic training ani 
sales medium for the new agent. 

Prior to the general meeting, th 




















General Agents Advisory Council me 
at the home office and discussed with 
home office officials mutual field ani 
management problems. The Council i 
composed of seven general agents 
four qualifying for membershi 
through attainment of company hon 
ors and three being appointed by th 
president of the company. Those serv 
ing during 1958-59 are: N. C. Day 
Davenport, chairman; A. K. Dickson 
Toledo, secretary; H. A. Hedges, Kan 
sas City; F. L. McCormick, CLU, 
Moines; H. O. Nelson, Chicago; ani 
W. J. Shields, CLU, Spokane. 


Federal L.&C. Fetes 
‘Queen For A Day’ At HO 


The winner of an unusual insurant 
contest was entertained recently 4 
the home office of Federal L. & 
Crowned “queen for a day” in 
coronation ceremony, complete wil 
royal throne, crown and _ ermité 
trimmed velvet robe, Mrs. Amel 
Failer, of New York City, receiv 
the honor when she won over a fiel 
of more than 140 contenders in th 
contest, which was conducted duriy 
the normally-quiet month of Aug 
and had as a prize an opportunity fi 
a “Girl Friday” in any one of t 
company’s agencies throughout & 
U. S. to be named “queen for a da) 

The contest -was conducted on ! 
basis of the greatest percentage ' 
increase in sales volume over Aug 
of last year, the top agency to% 
declared the winner and allowed ® 
honor of sending its contender to % 
home office for a three-day coronal! 
celebration. The winner was AT 
and Yearwood agency of New Ye 
City. According to a company bull! 
the contest was one of the ™ 
enthusiastically received sales 
motion events ever conducted by" 
company. 





Robert M. Ryker, president of Gt 
Northern Life, has joined Insu@ 
R.&R. He was formerly with 
company from 1945 to 1947. 


- 
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When a cabinetmaker’s dream took to the rails... 


More than a century ago, a Chicago cabinet- 
maker had a dream—a bedroom on wheels! 

In the face of much scofhing from his contem- 
poraries, George Pullman went to work on an old 
railroad car, and by 1859 had developed the 
sleeping car that was to revolutionize the travel 
habits of the nation. 

That same year a young man in New York 
launched a new business venture. He, too, was 
the target of skeptical comments from many busi- 
ness leaders. With the threat of a domestic war 
mounting daily, they said, the time was not ripe 
for creating a new life insurance firm. 

Nevertheless, Henry B. Hyde secured a charter. 
On July 28, 1859, The Equitable Life Assurance 
Society of the United States opened for business 
in a one-room, second-floor office in lower New 
York. And like the Pullman Company, The 
Equitable prospered rapidly. 


By the first year’s end, it had one million dol- 
lars’ life insurance in force; the following year, 
this amount trebled. Today, The Equitable has 
become an enduring American institution. Its pre- 
eminent position is based on a superior, well- 
trained agency force. 

For nearly a century, The Man from Equitable 
has been looked upon as a wise and competent 
insurance counselor in his community. Today, 
The Man from Equitable can look forward to 
even greater opportunities for sales and can do 
his work with the confidence that comes from 
knowing he has an agent’s pension plan second 
to none in the industry. 

In his lasting and rewarding association with 
The Equitable, he is bearing out the prophecy 
made by one of the Society’s first underwriters 
who said that the Society was founded “not for 
a day, but for all time.” 


THE Equitable LIFE ASSURANCE SOCIETY OF THE U.S. 


393 Seventh Avenue, New York 1, N. Y. 
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Kramer Not Slurring 
Professionalism In 
Selling, In LAA Talk 


Saying that THE NATIONAL UNDER- 
WRITER report of his talk at the recent 
annual meeting of Life Insurance Ad- 
vertisers Assn. at Montreal gave a 
wrong impression of his attitude to- 
ward professionalism in selling life in- 
surance, Herbert J. Kramer of Travel- 
ers has supplied a tape-recorded text 
of what he said. His statement was 


in response to a comment from the 
moderator, David Tibbott of New Eng- 
land Life, who said that publicity 
about an agent’s sales achievements 
tends to downgrade the agent’s pro- 
fessional standing in the eyes of the 
public. 

Endeavoring to make the point that 
if an agent is to be a professional he 
must be a professional salesman, with 
all the skill and integrity that this 
implies, Mr. Kramer told the gather- 
ing: 

“We are going to go on the premise 








CAN YOU PROSPECT? 





CAN YOU COMPETE? 


yourself? 


HERE’S YOUR ANSWER! 








GENERAL AGENT 
OPPORTUNITY 





Do your prospects come directly from 
your own effort, ability and imagination 
and not from office leads, your super- 
visor, your manager? 

Can you show others “how to”? 


CAN YOU TELL A CONVINCING SALES STORY? 

If you’re doing well right now with what 
you've got, you'll do better with our 
proven competitive merchandising plans 
featuring dismemberment—lifetime in- 
come—top value income settlement 
option—and the premium payment plan 
of the future, Check-O-Matic. 

Can you ins pire and show others “how to”? 


Do you enjoy competing with others? 
More important, do you compete with 


Can you instill this spirit in others? 


DO YOU REALLY WANT TO EARN MORE MONEY? 
Do you want to earn top present and 
future dollars for your own personal 
“know how” and for your ability to 
show others “how to”? 


Highest lifetime service fee in the business 
to adequately compensate the career 
underwriter—fully vested renewals for 

9 years—top 1st year commission on 

par and non-par policies—agency office 
allowance—non-contributory pension 
plan—operating capital for new agents. 


Write, Wire, Phone 
FREDERICK E. JONES, President 
HOWARD W. KRAFT, Vice President 
and Director of Agencies 


THE QHIO S 


PSHE CE OY 
COLUMBUS 15, 





Opportunities in: Arizona, California, District of Columbia, Delaware, Florida, 
Georgic, Illinois, Indiana, lowa, Kentucky, Maryland, Michigan, Minnesota, Mis- 
souri, North Carolina, Ohio, Pennsylvania, Texas, Virginia and West Virginia. 


ATE LIFE 


OHIO 
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that the people who sell life insur- 
ance are not ministers or doctors or 
salesmen, and even though I will 
agree that professionalism is a very 
important thing and that high stand- 
ards of knowledge and integrity are 
vital, we in the sales promotion end 
of our business must never forget that 
the A to Z of our job is sales. 

“I have found in making a little 
curbstone survey that a great many 
agents sell best when they sell like 
salesmen and that the average insur- 
ance buyer wants his agent to be a 
business man who really knows the 
insurance business. That is what we 
are going to talk about in terms of 
sales promotion today. 

“Now what is sales promotion? It 
is anything which promotes sales. It 
is anything that helps the agent get 
business and we must never forget 
that business comes from individuals 
not a faceless thing called the ‘mark- 
et’ or the ‘mass market’ or the ‘blue 
collar market.’ We have a tendency 
to sit back and think in great pontifi- 
cal generalities about individuals all 
over these great countries of ours. 


Not A Big Business Man 


“And then when we talk about the 
agent this is where we can really 
get into trouble in turning out our 
sales promotion materials if we don’t 
recognize the fact that the typical 
agent is not some big business man. 
The agent is a guy down the street or 
a man on the third floor who wants 
materials he can put inside his coat 
pocket. So often when we prepare 
sales promotion pieces we put out 
glossy 84%2x11 and larger sales present- 
ations never realizing that the agent 
really likes something that he can 
fold into his inside pocket. 

“Let’s remember that sales promo- 
tion is only as good as the policies 
our company comes out with and the 
service our company is prepared to 
give. So as sales promotion men, let 
us not be technicians in gadgets. Let 
us insist that our companies know 
and understand the market, which 
means knowing and understanding the 
needs of people. We must influence 
our companies to give people the kind 
of insurance they want and need. I 
think we should never ignore the job 
we’re doing for the individual agent, 
and we ought to get out in the field 
and know him and understand him and 
his problems.” 


Occidental Of California 
Offers Credit Life Cover 


Low cost credit life is now available 
to qualified agricultural loan borrow- 
ers of Bank of America through in- 
dividual policies issued by Occidental 
Life of California. 

The coverage will be for the exact 
amount of the borrower’s indebted- 
ness including unpaid interest, or 
$40,000, whichever is lesser. The cov- 
erage is offered to borrowers through 
age 65 who show satisfactory evidence 
of insurability, and is limited to dura- 
tion of loan up to a maximum of 18 
months. 


Ralph G. Engelsman To Be Honored 
Ralph G. Engelsman, life insurance 
sales consultant of Penn Mutual at 


New York:. and: co-editor- of-- Prebe;- 


will be honored at a luncheon given in 
behalf of Federation of Jewish Philan- 
thropies by the life insurance division 
on Nov. 26, at federation headquarters. 
The testimonial will honor Mr. Engels- 
man for his work with the federation 
and for his active contribution to other 
philanthropic and civic groups. 


-eome- large ‘scale: electronic..compl™ 
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AALU Finds Bulk Of 
Financed Insurance 
Not On 10-Pay Basis 


WASHINGTON—Assn. of Advangs 
Life Underwriters, which has had asq,_-Bal 
of its principal objectives the presery.§ centl: 
tion of the right to a tax deduction jf of N: 
interest on financed life insurance, haf butiol 
found through a poll of its membershift of Ne 
a fact that it believes will carry oyf In 
siderable weight with the Treasury ayg Bank 
Congress in any attack on the intepep the P 


Ban 
Is H 
Che 





deduction. Kenn 
The poll showed that the bulk of g§ zatior 
nanced insurance is written on ordinang tende 


life plans rather than the 10-paymeg for s! 


life basis. ing Y 
P tion 
i 
Important In Negotiations comp: 


“This type of information is impo, 
tant in our dealings with Congress » $6 M 
with the Treasury,” said Cooper ; 
Silverstein, AALU counsel and exen§ Divi 
tive directors, in a bulletin to membe ; 

“At the moment, the Treasury j Part 
under the impression that 10-pay lif ct, 
comprises the majority of finane; for di 
insurance policies.” life f 

Use of ordinary life plans helps tj crease 


underscore the fact that the real reasugl rates t 
people buy insurance, on the financed coeds « 
basis as on any other, is for protectiog sctna 


and retirement rather than solely as; except 


tax saving gimmick, AALU feels. § tooq, 
a A sil 

Neb. Fraternal Congress _ | made 
policie: 


Elects Mrs. Ina Karlstad 


Mrs. Ina Karlstad, Woman’s Beneij $500, 
Association, was elected president ¢ 
Nebraska Fraternal Congress at it By Pr 
annual convention in Omaha. She g Alabe 
ceeds George M. McCarthy of O'Neil 
Knights of Columbus. Delegates frog 4 $5 
the state’s 26 fraternal societies ag Voted 
tended the convention. Life of 


Other newly elected officers ag ' the 1 
Walter Korisko, Royal League, of . ce 
e 


vice-president; F. P. Kawa, Polish N 
tional Alliance, 2nd_ vice-presideig “ange 
and R. John Flack, Lutheran Brotheg 510 to $ 


hood, 3rd vice-president, all of Omak The | 
and Theodore J. Fraizer, Lincoig St0ck di 
Woodmen of the World of Omatg °2h sto 
reelected secretary-treasurer. of new 
Speakers included Commission St0ck ov 
John H. Binning of Nebraska, Max} 
Hurt, executive vice-president Wooj FTC I 
men of the World of Omaha, and E. Again 
Ondracek, Greeley, Neb., past sta Peder 










deputy Knights of Columbus. 

In his address, Mr. Hurt called @ ™ssed, 
Nebraska fraternalists to be realisig ‘Omplai 
about the world’s material changg 'Presen 
such as in television, radio, and am !S A& 
transportation. Some say there is! earlier 1 
time nor need for fraternal organizg “Miner 
tions, he said. “But actually, n0 Saag h 
of these new devices has ever chang ailure o 


the world. It is only our implementg . FTC é 
tion of them that has changed. Pes /¥tsdict 
have not changed. Man still hungé ssn 
for fellowship and friendship. Fralé — 
nal societies fill this need... ke ree. 

“If they only gave character to the % . 
communities, they would be We," > Su 
. th hile.” National 
worth while. ie vital & L 

ivac Uses 

John Hancock Hosts Uni Tiokn He 


Prof. Wassily Leontief, director! 
economic research of Harvard Wig For 180 
versity, during a luncheon _ John I 
of Univac Users Conference at !@ its Dorot 
Hancock, said that in the yeals @tired me 
pug old acqui 
will be used more and more as aids in their 
major management decisions. ™ &oup tra 
two-day conference was attended the reunj 
representatives from 40 business, #§ The nu 
ernment and military organizailj employes 
which utilize Univac computers. AM bined sey 
cal point of the meeting was 111,054 ye, 
Hancock’s Univac II installatiob #2ew mer 


SSI 
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Bankers Life Of Neb. 
Is Honored By Local 
Chapter Of NALU 


Bankers Life of Nebraska was re- 
cently honored by the Lincoln chapter 
of NALU for its “outstanding contri- 
bution” to the life insurance industry 
of Nebraska. 

In presenting the award plaque to 
Bankers Life President George Cook, 
the president of the local association, 
Kenneth Witt, stated that his organi- 
zation decided to reverse that “human 
tendency” which tends to take things 
for granted, and will, during the com- 
ing year, continue to show apprecia- 
tin to the many home office 
companies located in Nebraska. 


$6 Million Allocated For 
Dividends To Aetna Life 
Participating Insured 


Aetna Life has allocated $6 million 
for dividend payments to participating 
life policyholders during 1959. In- 
creased from 3% to 3%% are interest 
rates to be allowed during 1959 on pro- 
ceeds of participating policies left with 
Aetna and on dividend accumulations, 
except where a higher rate is guaran- 
teed. 

A similar increase to 34% has been 
made on funds of non-participating 
policies left with the insurer. 


$500,000 Dividend Voted 
By Protective Life Of 
Alabama Stockholders 


A $500,000 stock dividend has been 
voted by stockholders of Protective 
Life of Alabama, which is in addition 
to the regular quarterly cash dividend 
of 20 cents a share. 

The stockholders also voted to 
change the par value of shares from 
$10 to $5 per share. 

The combined action of the added 
stock dividend and split will result in 


Beach stockholder receiving seven shares 


of new stock for each three shares of 
stock owned prior to the split. 


FIC Dismisses Complaint 
Against Liberty Mutual 
Federal Trade Commission has dis- 
missed, for lack of jurisdiction, its 
complaint that Liberty Mutual mis- 
Tepresented the benefits provided by 
its A&S policies. This vacated an 
earlier initial decision by Hearing Ex- 
aminer Loren H. Laughlin which 
would have dismissed the charges for 
failure of proof. 
FTC also has dismissed for lack of 
jurisdiction complaints charging Ed- 
ucators Mutual and Fireman’s Fund In- 
demnity with falsely advertising A&S 
Policies. FTC held that these cases 
are governed by the decision of the 
U. S. Supreme Court in the cases of 
National Casualty and American Hos- 
pital & Life. 


John Hancock Holds Reunion 

For 180 Retired Employes 

_ John Hancock staged a reunion at 

its Dorothy Quincy suite for 180 re- 
men and women who renewed 

old acquaintances at a luncheon given 

in their honor. One member of the 


group traveled from Florida to attend 


the reunion. 
The number of retired home office 


res totals 377, and their com- 
op Service with John Hancock is 
years. During the past year 43 

W members have joined the group. 


Berkshire Lite Dividend 
Scale On Insured Pension 


Policies Liberalized 


Berkshire Life has liberalized its 
dividend scale on all policies issued 
under its insured pension system, 
including retirement plan annuities, 
used for pension trusts. 

On insured pension contracts issued 
since July 1, 1956, the new scale 
develops increased total dividend pay- 
ments from issue to maturity, varying 
between 11% and 40% and depending 
on such factors as sex, plan, maturity 
date and age of issue. Dividends 
on all insured pension system policies 
issued prior to July 1, 1956, have also 
been increased. 

The new scale on retirement plan 
annuities has been increased at all 
durations. For example, under the new 
scale, total dividends over the first 20 
years increase 35%. 


Approve Hospital Plan 
Rate Change In N. C. 


Commissioner Gold of North Caro- 
lina has approved a plan to permit 
Hospital Saving Assn. of Chapel Hill 
to change its rates for Blue Cross-Blue 
Shield coverage to allow for differ- 
ences in various counties. Previously, 
the rates were based on statewide 
experience. 

Under the new plan, rates will be 
determined by county experience, ex- 
cept for groups which develop an 
earned premium of more than $5,000 
annually. On larger groups, rates will 
be determined by their own loss ex- 
perience. The order does not apply to 
Hospital Care Assn. of Durham. 
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IT 1S A PLEASURE TO ANNOUNCE 
OUR APPOINTMENT AS 
GENERAL AGENTS FOR 


THE PACIFIC NATIONAL LIFE ASSURANCE COMPANY 


FOR THE WRITING OF 
GROUP ACCIDENT AND SICKNESS INSURANCE 


—___o—a— 
OUR FACILITIES NOW INCLUDE 


THE PACIFIC NATIONAL LIFE ASSURANCE COMPANY 


WRITING 
GROUPS OF TEN OR MORE 
THE GENERAL ACCIDENT FIRE AND LIFE 
ASSURANCE COMPANY, LTD. 


WRITING 
INDIVIDUAL ACCIDENT AND SICKNESS 


LLOYD'S, LONDON 


WRITING 
SURPLUS LINES 


Arthur R Sa é&r G, Nee 


SUPERVISING GENERAL AGENTS 


649 S. Olive Street 
Los Angeles 14 





Telephone 
MAdison 3-1153 

















The 


SOWIER... 


In its symbolism is every tenet 
upon which our business is built. 














Symbol of Hope 


Since the beginning of recorded history the Sower of seeds 
has symbolized man’s hope for the future. The Sower 
represents both the beginning and the ultimate end of the 
cycle of living on earth. The seeds of knowledge, love and 
responsibility sown in youth yield a harvest of satisfaction, 
wisdom and confidence in old age. This is the symbolism 
upon which our business is built. 


BANKERS LIFE OF NEBRASKA 


LINCOLN 
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I. THE HISTORY OF EVERY COMPANY there are a few developments that can truly Inst 
be called landmarks of its growth. Such a development occurred at Home Life —I 
twenty-five years ago with the introduction of “Planned Estates” service. five- 

Through Planned Estates, Home Life pioneered a new company-wide doll 
approach to the marketing of life insurance. = 


The new service was designed to help people understand the uses of life Ordi 
insurance and how to get the most good out of the policies they purchase. It $155 
starts with a careful diagnosis of the client’s financial needs, analyzes family for a 
assets and finally presents a prescription for family security. 

Translating the concept of Planned Estates service into a workable com- Higt 
pany-wide operation required the building of a cohesive organization of life has le 
insurance specialists. It affected every branch of the company and meant the in for 
development of unified plans for recruiting, selecting, training and directing the $15 : 
field organization. “Life 

Early in the history of Planned Estates, William P. Worthington, Home 18th 
Life President, who originated this service, gave it this credo: Look for problems highe 
to solve, not prospects to sell. Through the years this philosophy has guided theref 
the training and direction of the company’s Field Underwriters and made them ‘ 
outstanding in the life insurance business. 

What do people think of Planned Estates? One way to measure it would 40,01 
be with statistics. In the quarter century since Planned Estates was introduced — Pls 
the company’s life insurance in force has increased 450%. a 

Another measurement of the public’s appreciation for Planned Estates is ee 
less tangible yet far more meaningful. It is expressed in the gratitude of heads of Estate 
American families who have found peace of mind; of widows who have been 
able to hold their families together; of children who have been able to attend aan 


college: of couples in their golden years, enjoying retirement. an 
These are the things which continue to give purpose and direction to ona ft 
Planned Estates service as we mark its twenty-fifth anniversary. introdt 
1944, } 
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Insurance in Force up 450% 

— In 25 years, Home Life has grown 
five-fold, and now has close to two billion 
dollars of insurance in force and assets 

of approximately $380 million. In the first 
nine months of 1958, Home Life’s new 
Ordinary business written amounted to over 
$155 million, six times the figure 

for all of 1933. 


Highest Average Policy — Home Life 
has led the industry in average policy 

in force for the past sixteen years. In 1957, 
our average new policy written was 

$15,912, topping the annual listing of the 
“Life Insurance Courant” for the 

18th year out of the past 21. This means 
higher compensation with fewer — and 
therefore better-serviced—cases, and greater 
professional and personal satisfaction. 


40,000 Client Approval Letters 
— Planned Estates is a service that 
clients value highly. In fact, over 40,000 
Home Life clients have already 

written to tell us how much Planned 
Estates has meant for them. 


Incentive Salary Plan 

— Home Life’s field organization has been 
on a full-time career basis since the 
introduction of Planned Estates and, since 
1944, has enjoyed the advantages of a 
modern Incentive Salary Plan that combines 
the security offered by straight 


F (PLANNED ESTATES’ 
PROGRESS 
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salary plans with the incentive-rewarding 
features of commission plans. 


Liberal Employee Benefits — Home 
Life people in the field and home office 

are covered under an outstanding program of 
security benefits, including life insurance, 
retirement income, disability benefits 

and Major Medical insurance. 


Tailor-made Group Plans — Home 
Life entered the Group insurance 

business in 1950. Since then, the company’s 
Field Underwriters, assisted by a field 

staff of full-time Group representatives, have 
applied the same individualized approach 

to the field of employee benefits that 
characterizes Planned Estates service. 


Growing Career Opportunities 

— At Home Life, “promotion from within” 
is a long-established policy backed by 

a thorough and comprehensive Management 
Development Program. Since 1945, all 

but three of our present agency managers 
came from within the Home Life sales 
organization, and over 80% of our Field 
Underwriters joined the company without 
previous life insurance experience. 

Home Life’s 10-Year Plan for Building 
Business Sources, under which 

Home Life is doubling in size, will continue 


‘to open new and exciting opportunities 


for career advancement. Today as never 
before, Home Life is the company 

“where opportunity awaits the man, not the 
man the opportunity.” 


HOME LIFE INSURANCE COMPANY 
253 BROADWAY, NEW YORK 8, N. Y. 


William P. Worthington 
President 


John H. Evans 
Vice President—Sales 
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and manpower were utilized in poli- 
tics. 

“Don’t be afraid active participation 
in politics might hurt your business,” 
Mr. Plumley told the chamber meet- 
ing. 


Executives Quizzed 


At the policyholders meeting which 
brought Mr. Plumley and other com- 
pany executives to Memphis, a panel 


Asks Help To Correct Political, Social Ills 


CONTINUED FROM PAGE 11) 


of policyholders quizzed State Mutual 
officials on their report on the future 
of the company. Julian B. Bondurant, 
a director of State Mutual and presi- 
dent of Wells Fargo Armored Motor 
Service Corp. of Memphis, presided at 
the panel. 

Mr. Plumley told policyholders that 
the meeting was designed to explain 
the State Mutual’s progress, problems, 
accomplishments and aims to those 





COMPLETE 
GROUP COVERAGE 
COSTS LESS 


...with a Nationwide Group Insurance program. For example. 
employees of The Burke Goif Equipment Corp. of Newark, Ohio 
are covered by a low-cost Nationwide Group plan providing 
complete life and accident and sickness benefits. They find that 
Nationwide’s localized service is prompt, personal—and com- 
plete! For full details on Nationwide’s Group Plan, write: 
Group Department, 246 No. High St., Columbus 16, Ohio. 














Mr. W. D. Schaffner (left), President of Burke Golf Equipment Corp., Newark, 
Ohio with Mr. J. L. Painter (center), Nationwide agent of record, and Mr. Robert 
F. Lane (right), Nationwide Group representative. 


NATIONWIDE MUTUAL INSURANCE COMPANY 


ATIONWIDE 


IN SURANCE 


+ NATIONWIDE LIFE INSURANCE COMPANY 
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who own the company in hundreds of 
cities and towns across America. “We 
also felt that you, who have wisely 
sacrificed a bit of today for a better 
tomorrow had much to contribute to 
the goals of the company by your 
fresh, basic point of views,” he said. 


One-Stop Buying 


Speaking of State Mutual’s recent 
affiliation with Worcester Mutual Fire, 
Mr. Plumley said, “This is the coming 
thing in business—one representative 
for your security, one premium, one 
policy portfolio. Simple, direct, eco- 
nomical and practical.” 

Mr. Plumley also pointed out that 
State Mutual’s individual life sales for 
1958, as of August 31, were $125,800,- 
000, a 10.3% increase over the same 
period in 1957. A&S premiums, he said, 
for the period were $336,300, a gain 
of 15%. New group premiums and de- 
posits for annuity plans were $4,242,- 
000, a 75.1% gain over 1957. 


Massachusetts Mutual Premiums 
Increase 36% On New Group Sales 

Massachusetts Mutual’s premium in- 
come from group coverage sold during 
the first three quarters of 1958 was 
$8,336,497, an increase of 36% over the 
same period in 1957. The greatest in- 
crease in new group business occurred 
in the A&S and pension fields where 
premium income rose 31% and 71%, 
respectively. 

Group life sales, including life cover- 
age in pension plans, accounted for 
$1,757,815 of new premium income 
during the first three quarters. Group 
life sales totaled $115,637,383, bringing 
total group life in force to $1,153,485,- 
824. 
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Ohio Sales Caravgprit 
Again On The Roa! 


The “Ohio Sales Caravan,” gy 
sored by the Ohio Assn. of Life Ungmiked 
writers, hit the road once again }poast, 
last month. Consisting of eight pan Reg 
each of which consists of a moderagocia 
and three speakers, the caravan yqpeople 
offer a sales program before 28 |yio. Bu 
associations. e bo 

Moderators of the _ panels afontent 
Robert H. Penn, Mutual Life of y, 
York, Akron; Jack Duce, the Natigsespeci 
Underwriter Co., Cincinnati; Ric) 
C. Pejean, Massachusetts Mut; 
Cleveland; Virgil Fogle, Ohio Nationie 
Columbus; James C. Hall, Travele 
Dayton; Donald J. Doepker, Comm 
wealth, Lima; Vincent Bailey, p 
Revere Life, and John L. Griff 
New York Life, Youngstown. 

Because of the heavy schedule 4 
year, the caravan will be assisted; 
Henry S. Stout, Dayton, formerly 





























John Hancock Mutual Life, and Dygflof teler 
E. Guertin, Manufacturers Life, qjgin this 
umbus. Prudent 

ahs Bromley 


Midland Mutual Treats Trainin 

General agents’ training functig 
were featured at the 1958 fall mz 
agement conference of Midland }j 
tual in Columbus, Oct. 28-31. Two s 
sions on training were conducted } 
T. Benson Leavitt and G. Fred Afflg 
of LIAMA. Other sessions tre 
A&S, fringe benefits, planning 
sales promotion. Guest speaker y 
Otis Maxfield, Columbus minister. 


Homesteaders Life of Des Moin 
has been admitted to Arkansas. 





has a sound 53-year record and is 
an acknowledged leader 
throughout the Southeast. 


This man 


—who typifies the Liberty Life 
representative —can count 

on basic and advanced training, 
a good income, opportunities 
for promotion, security. 





This company 
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Together 


they have the confidence todi} 
of more than 900,000 policy 
owners who look to them for 
modern insurance protection 
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LIBERTY LIFE 


INSURANCE COMPANY 


Greenville, South Carolina 


Home Office: 
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iad Unie iked this or not, this was no idle 
e again jgpoast, Mr. Pritchard warned. 

eight pan Regarding continued increments in 
& Moderyfeocial security, he asked: “Do the 







ople want it? To date it would seem 
‘y, But they are buying the label on 
e bottle without realizing what the 


caravan 
fore 28 lo 

















panels gyontents are.” ' 

Life of yg The demand for all this spending, 
the Natiggespecially foreign aid, seems to follow 
ati; Richgthe biblical adage: “Ask and it shall 
tts Mutggbe given to you.” Our government is 
hio Natiogfattempting to prove just that, he 
1, Travelggremarked. 

2r, Comm He asked if the U.S. is adopting the 
Bailey, Pagsame fiscal policies as the govern- 


ments of Europe. “If this is it, will we 


L. Griffi 
he satisfied to travel down the same 
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ritchard Assails Reckless Spending As Threat 
"0 Debase Dollar At Peoria Sales Congress 


(CONTINUED FROM PAGE 2) 


Nicholas J. Fazio, Metropolitan, Chi- 
cago. 

A CLU breakfast opened the meet- 
ing. The speaker, Paul S. Mills, manag- 
ing director of American Society of 
CLU, discussed the road to profession- 
alism for life agents by continuing 
education. 


Five Room-Hopping Sessions 


Five well-attended room-hopping 
sessions were held simultaneously and 
then repeated. Sales ideas with $1 mil- 
lion were repeated by J. Kenneth 
Wyard, John Hancock, Peoria, Harry J. 
McClarence, New York Life, Peoria, 
and Louis Fish, Mutual Benefit Life, 
Joliet, who offered ideas on corporate 
and personal business. Three of the 
younger set—Louis H. Johannson, New 
York Life, Lombard, Marlin R. Peter- 
son, Northwestern Mutual, Aurora, and 
Jeff Jeffers, Equitable of Iowa, Stew- 
ardson—explained their prospecting 
methods for the benefit of the new 


yn. 
schedule goad with them?” 
> assisted Mr. Pritchard was preceded on the 
formerly @afternoon program by a demonstration 
>, and Duggof telephone techniques. Participating 
-s Life, (yin this were Weymouth Fogelberg, 
Prudential, South Bend, Ind.; Fred J. 
Bromley, Metropolitan, Woodlawn, and 
Training 
ng functic 
8 fall ma 
Midland Mj 
31. Two peecsceoseerereee ee ee eee ee eee ee eee eeeeeeeeeeeeseeeeeeeeeeeee 
‘conducted i. No. 11 IN A SERIES 
Fred Affla : 
ions trea. 
lanning ag’ 
speaker wa. 
minister. §° 
Des Moing' 
\rkansas. § 
4 RA. Elder 
= oe oe oy Williamsport 
| : d S. Brownlee, CLU 
1 § Pittsburgh 
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EQUITABLE LIFE OF IOWA IN 
From the steel mills of Pittsburgh through the 
mid-state coal mines and oil wells to the shipyards 
and factories of Philadelphia, Pennsylvania bris- 
tles with heavy industry. New Jersey is one of 
America’s major industrial centers — the greatest 
it toda single industry being chemicals. These two states 
D policy: are of great importance to the economy of our 
hem for nation. By the same token, these six general 
rotection. agents and their agency associates are major 








contributors to the overall sales and service of 
the Equitable Life of Iowa. 
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men. Their modus operandi varied 
from pre-approach mail to simply a 
face-to-face meeting. 

Combination operations were dealt 
with by Thomas P. Kelly, Prudential, 
Peoria; Victor Tinley, Metropolitan, 
Joliet, and John F. Caffrey, John Han- 
cock, Chicago. They painted a glowing 
market for debit men, especially in 
the pre-military market, since GI 
insurance is no longer offered for free. 

Another bright area of prospective 
endeavor was the farm market, and 
ways for entering and reaping a har- 
vest here were explained by Donald 
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Ross of Successful Farming Magazine, 
Harry Scharlach, Prudential, Watseka, 
and Eldon L. Steffan, Northwestern 
Mutual, Cissna Park. 


Discuss A&S, Major Medical 


Discussing production in A&S and 
major medical were Roy E. Davis, 
Illinois Mutual L.&C., Peoria, Frank 
W. Whitman, Lincoln National, Can- 
ton, and William E. North, New York 
Life, Evanston. 

General chairman of the sales- 
capades was Hobe Albright, New York 
Life, Peoria. 
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AMERIGAN 


So New— So Different 
You've NEVER Seen 4 
Hospital Policy Like This One! 


American Casualty’s NEW 
PROTECTOR HOSPITAL POLICY 


1) WILL NOT BE CANCELLED because of de- 
terioration of health! 


@ NO LIMIT to the number of days of hospital 


© 90-DAY NURSING HOME benefit! 


4) GREATLY IMPROVED SURGICAL SCHED- 
ULE that includes Dental Coverage! 


@ OUT-PATIENT TREATMENT benefit includes 
not only first aid but other costly out-patient 
services not previously covered! 


PLUS these maximum benefits: 


2 5 Daily Hospital Room and board 
500 Hospital General Expense 
500 Surgical Schedule 


Check the list again. Don’t you agree that you have 
NEVER seen so many new and unusual features 
combined in one Hospital Policy? It's the finest 
Hospitalization program ever offered by the Amer- 
ican Casualty Company... quality from start to 
finish ... with the realistic limits your policyholders 
need today. May we send complete information? 
Just fill in and mail the coupon. 








CASUALTY 


COAST-TO-COAST BRANCH OFFICE SERVICE 
HOME OFFICE. READING, PENNSYLVANIA 


AMERICAN CASUALTY CO., Reading, Pa. 


Please send information kit on the NEW PROTECTOR HOSPITAL POLICY. 








Name. 


Addr 








City and State 
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Gibson Appointed To 
Life Institute Staff 


Robert E. Gibson has joined the 
staff of the division of education in 
family finance of Institute of Life 
Insurance as assistant to R. Wilfred 
Kelsey, division director. Mr. Gibson 
will work on the over-all development 
and administration of the family fi- 
nance program with emphasis on 
curriculum development. 

At the same time, Mr. Gibson be- 
comes curriculum consultant of the 


national committee for education in 
family finance. 

He has been with the college of 
education of the University of Florida 
where he has taught and was chair- 
man of the secondary faculty of the 
P. K. Yonge laboratory school. Last 
summer he was curriculum consultant 
of the family finance workshop con- 
ducted at the university in cooperation 
with the national committee. 

California Life has been licensed in 
Washington. 
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Blue Cross Modifies 
Mich. Ceiling Payments 


Michigan Hospital Service has modi- 
fied its flat emergency ceiling pay- 
ments to hospitals of that state. The 
new plan will become effective in 
January. The decision had been re- 
commended by a special benefits and 
payments committee representing 
Blue Cross subscribers. The board 
conceded that the 1958 ceiling, intend- 
ed to prevent a possible increase in 
the organization’s rates due to the 

















Midland Mutual's chief 


“‘product designers’ 





*: G. Emerson Reilly (right), Vice President 


and Actuary, and Charles B. O'Connor, Manager of Accident & Sickness Department. 


Modern Plians with Buy Appeal... 


provide limitless opportunity for Midland’s field force 


When Midland Mutual “product designers” prepare 
a new policy, they look at it from the prospect's 
point of view. They want to be sure of yes answers 


to these vital questions: 


Will the plan be a good buy for the prospect? 

Vill it serve an essential need? Will it provide broad 
coverage at reasonable premiums? 

This approach to policy development makes sense 


Deductible . 


able for life . . 


MAJOR MEDICAL EXPENSE: $7,500 maximum benefit .. . 
. Guaranteed Renewable to age 65. 
BASIC HOSPITAL AND SURGICAL EXPENSE: Guaranteed Renew- 
. liberal benefits at modest cost... 
issued on both deductible and “first-dollar” basis. 

Learn more about Midland Mutual’s styled-to- 


$500 


sell plans. Write Charles E. Sherer, CLU, Vice Presi- 


— both for prospects and Midlanders in the field. 
The better the product for the buyer, the greater 


its chances for sales success. 


Midland Mutual offers a comprehensive portfolio 
of personal insurance plans, both Life and Accident 


& Sickness contracts. In recent months there have 
been three outstanding new additions to the line: 
FAMILY SECURITY PLAN: Not a set “package” policy, but a 
flexible, all-inclusive plan which can be made-to- 
measure for the individual family group. 


dent and Director of Agencies. 


: i f 4 Serving Personal 
: = AB : Security Needs 
2 | : fi : Since 1906 

4 { Soe , 
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MIDLAND MUT CAL 


LIFE INSURANCE COMPANY 
256 East Broad Street, Columbus 16, Ohio 
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recession, had “resulted in such 
hardship to some hospitals that ty 
faced virtual bankruptcy, or sh; 
curtailment of services.” 

The plan continues a ceiling op 
basis directly related to hospital egg) 
dividing all participating hospital 
into seven categories based on gy 
and geographic location. A “base” ye, 
will be set up within each catego 
and an average per diem cost fig 
established on which to base fy 
payments. Any hospital whose bag 
year “average” exceeded 125% of t, 
general average would not be allows 
any increase for the following yey 
thus curbing any tendency of hospity 
to inflate their costs inordinately, 

The board also approved two ney 
“lower cost” contracts. One is a dedy 
tible-type contract, with the subscril; 
paying the first $50 of hospital Co 
The second is a so-called ‘ ‘economy’ 
contract placing a $14 per day ini 
on the hospital room allowance ay 
limiting hospital care to 30 day 
rather than 120 days allowed in th 
“comprehensive” and deductible ¢o, 
tracts. The new contracts, it 
stated, will be offered Michigan STO 
“very soon.’ 


Over 50,000 Life Industry 
Employes Participate In © 


Formal Insurance Studies 

More than 50,000 of the men; 
women employed in the life indy 
are enrolled in formal life ins 
education courses, in addition to 
extensive company training prog 
according to an estimate by Insti 
of Life Insurance. 

“As a result of the life compan 
emphasis on_ educational progra 
home office and field agent person 
are preparing to provide still bett 
service to policyholders,” the instit 
said. “Additionally, greater career 4 
portunities are opened to life i 
ance personnel taking courses in su 
life insurance and allied subjects 
underwriting, actuarial science, sal 
law, accounting, personnel manag 
ment, administration and finance.” ( 
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Wunsch Incorrectly Affiliated 

Kenneth Wunsch, advertising mi 
ager of Northwestern National Li 
was incorrectly identified as bei 
with Northwestern Mutual in 
caption beneath the picture of 
officers of Life Advertisers Assn. 
the Nov. 1 issue. 
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O'TOOLE ASSOCIATES 


Management Consultants 
To Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 


— 
es 


BOWLES, ANDREWS & TOWNES 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
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Frank LANG 
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vance’ | CAN LEAD TO AS MUCH AS $60,000 OF EXTRA SALES 


Here is a life insurance idea with sales power dents, owners of small businesses, and young 











State Mutua’s New Client-Building Rider Provides Valuable Options for Purchase of 
Additional Coverage at Future Dates at Standard Rates Without Evidence of Insurability 











a mi designed to help YOU capture a larger slice of a executives. A natural for juveniles. 

_ be constantly growing younger age market (ages 0 

ial in 4 to 39). State Mutual Guaranteed Insurability Puts broker in better position to sell basic policy 

ure of . , F é j alee pe 

rs Assn. Rider enables a policyholder to increase his and provides built-in sales opportunities when 
coverage as needs and earnings grow regardless _— option dates arrive. Sets up a possible EXTRA 

ENT of any change in his health or occupation. Perfect sale every three years from ages 25 through 40. 

NTS for young doctors, interns, dentists, college stu- A DYNAMIC SALES TOOL for Brokers. 

— 

IATES 

tants Mail coupon today for full information on MAIL COUPON NOW 

a State Mutual’s new Guaranteed Insurability SE SS BRR SSE eee eee 

"Y. Rider — designed to make life insurance STATE MUTUAL LIFE ASSURANCE COMPANY OF AMERICA 
easier to sell. WORCESTER, MASSACHUSETTS 
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; Please send me full information on your new client- : 

* building Guaranteed Insurability Rider. : 

a | 

1 

; Name a 
STATE MUTUAL LIFE ’ ry 
UNS eet Company ‘ 
Home Office: Worcester, Massachusetts : ' 
. Street : 

. a 

; City. State ' 
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Editorial Comment 


Aren't Trattic Deaths Worth Curbing? 


The newly issued report of the Life 
Insurance Medical Research Fund 
shows that life companies have con- 
tributed more than $10.3 million to 
cardiovascular research since they 
started doing it in 1945. This logical 
and highly praiseworthy type of ex- 
penditure, however, serves as a re- 
minder of another equally desirable 
type of research that is not being done 
and on which we have commented 
editorially. 

This neglected field of research is in 
traffic fatalities and injuries and what 
could be done to cut the shocking and 
needlessly large number of them. If it 
is worth while—and it unquestionably 
is—for life companies to spend sub- 
stantial amounts on heart disease re- 
search, then the failure to take any 
perceptible interest in research aimed 
at reducing traffic deaths and injuries 
seems impossible to justify. 

Dollar for dollar, we believe that 
money spent to reduce traffic deaths 
would save more lives than money 
spent for heart disease research. This 
is certainly no argument for lessening 
heart research, for both fields of re- 
search are so important that certainly 
the money can be found to finance 
traffic death prevention research while 
continuing to go ahead full blast in the 
cardiovascular-renal field. 

Without introducing the slightest 
invidiousness into the two areas of re- 
search, it seems obvious that traffic 


death research has better short-range 
and more direct possibilities. A great 
deal of heart research is necessarily 
of the most fundamental type. Results 
may or may not have a bearing on 
disease. And even where a relation- 
ship to disease is shown, there is still 
the problem of what, if anything, can 
be done to cure or palliate the disease. 
But when you find out something 
about the causes of traffic deaths, the 
ways of reducing them are fairly ob- 
vious and the problem becomes mainly 
one of determining which of the vari- 
ous effective remedies can be expected 
to do the best job of reducing deaths. 

Moreover, with traffic accidents 
there is a “chain reaction” effect that 
is not present to such a degree in heart 
disease research. That is, the success 
of an experiment in reducing traffic 
deaths would be so striking and so 
readily understood that one could ex- 
pect the resulting techniques to be 
adopted widely and quite promptly, 
with a consequent lowering of death 
rates. Introduction of improved ther- 
apy based on heart research would 
presumably be a slower process. 

With traffic fatalities of the order 
of 40,000 a year and injuries running 
into the hundreds of thousands, it 
seems as if the life insurance business 
should at once start taking an aggres- 
sive interest in keeping more of its 
policyholders from becoming death or 
injury claims.—R.B.M. 


Agents’ Views Needed At N.Y. Parley 


In view of the widespread allega- 
tions of twisting in connection with 
the sale of the bank-loan, financed or 
minimum deposit plan, as it is vari- 
ously called, the action of the New 
York department in calling a confer- 
ence of companies interested in the 
plan—as underwriters of it or other- 
wise—seems like a necessary and 
constructive move. 

According to the department, the 
Dec. 5 conference is to be confined 
to companies and department person- 
nel. The present plan is to call a 
public hearing later if evidence at the 
Dec. 5 meeting indicates a need for 
a public hearing. However, even at the 
admittedly preliminary and explora- 
tory type of conference that is sched- 
uled for Dec. 5 it seems to us an 
error to limit the attendance to com- 
pany and department people. Certain- 
ly the field organizations—New York 
State Assn. of Life Underwriters, Na- 
tional Assn. of Life Underwriters, 
Assn. of Advanced Life Underwriters 
—should be represented. 

After all, it is in the field that the 
alleged abuses have been occurring. 
Nobody has been saying that any 
home office has been a party to the 
twisting of business. Of course, home 
office executives of companies whose 
policies have been twisted are acutely 
aware of what is going on, but the 
field forces seem like a source of in- 
formation that the department would 


be short-sighted to overlook if it is 
trying to dig up the kind of informa- 
tion it should be seeking at its Dec. 
5 conference. 

The field practices committee of 
NALU has been wrestling with this 
very problem for some little time and 
before that the NALU federal laws 
and legislation committee was work- 
ing on it for a matter of years. 

Incidentally, it should be remem- 
bered that the New York insurance 
law does not prohibit inducing a pol- 
icyholder to give up his insurance so 
as to buy new coverage. It is only 
when the agent is guilty of misrep- 
resentation or incomplete comparisons 
that he is guilty of a violation. This 
point is frequently overlooked by out- 
raged agents who come storming into 
the department demanding that a 
competitor be prosecuted for twisting. 
The problem usually is that even if 
the twisting agent misrepresented a 
little and didn’t make his comparisons 
all that they should have been, the 
buyer is quite happy with the trans- 
action and is not inclined to cooperate 
in making things tough for the twist- 
er. 

In any event, because the agents 
(or brokers) are the ones involved 
whenever an abuse is alleged in con- 
nection with minimum deposit plans, 
it seems obvious that if the New 
York department excludes field repre- 
sentatives it will be missing out on a 


lot of essential first-hand information 
that it can get only from representa- 
tives of the field organizations. 

Failure to hear from the agents 
might make the difference between a 
departmental decision to hold a pub- 
lic hearing later on and not to hold 
one. Aside from that, just the need 
for getting this troublesome problem 
solved as promptly as possible calls 
for having the agents represented 
Dec. 5 instead of waiting until later 
at a public hearing—R. B. M. 





Personals 


President Byron K. Elliott of John 
Hancock was guest of honor at a re- 
ception for more than 100 New Or- 
leans civic and business leaders, which 
was held at International house there. 
Mr. Elliott was in New Orleans to 
discuss business conditions and future 
investment possibilities in Louisiana 
with chamber of commerce officials 
and to meet with members of John 
Hancock’s Leon Irwin general agency. 


Russell A. Frederick, administrative 
vice-president of Franklin Life, has 
been appointed to the advisory council 
of the executive development center 
of the University of Illinois. The in- 
vitation to serve on the council came 
in recognition of Mr. Frederick’s work 
in executive development at Franklin 
Life. 





Deaths 


STANLEY G. FLITCRAFT, 51, re- 
tired president of Flitcraft, Inc. insur- 
ance publishing company, died in his 
Bradenton, Fla., home. Stricken with 
multiple sclerosis, he had retired from 
the company 12 years ago and moved 
to Florida. Flitcraft, Inc., which pub- 
lishes the comparative life insurance 
rate book, Flitcraft Compend, was 
founded in 1888 by Stanley Flitcraft’s 
grandfather, the late A. J. The Com- 
pend is now published by the A. M. 
Best Co. 





Stocks 


By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, November 11, 1958 
Bid Asked 





Aetna Life 
Beneficial Standard 
Business Men’s Assurance 
Cal.-Western States 
Columbian National ..... 
Commonwealth Life 
Connecticut General ... 
Continental Assurance 
Franklin Life 

Great Southern Life ... 
Gulf Life 
Jefferson Standard 
Kansas City Life 
Liberty National Life .. 
Life & Casualty 

Life of Virginia 
Lincoln National Life .. 
National L. & A.. ............ 
North American, Il. 
N. W. National Life .... 
Ohio State Life 

Old Line Life 
Republic Natl. Life 
Southland Life 
Southwestern Life 
Travelers 
United, IIl. 
U. S. Life 
Wisconsin National Life 
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AL twisters Draw Fire 
TER, Ill. Midyear Meet 


(CONTINUED FROM PAGE 2) 

ygencies of John Hancock. There is a 
Nationel [short cut to success, said Mr. Powell, 
eal whose talk was geared to the new 
q sgent. He advised agents to set their 
Insuranee fists and set them high. “If you write 
, million, don’t make this the epitome 
nf success. Shoot for two-million. Re- 
N.Y. member, 30 years ago a man that 
NY 1-30 lwrote 150,000 was a success. Look at 

Mitchey him today. He is a failure.” 
cfarlane | Mr. Powell enumerated a number 
If characteristics, which were revealed 

















FICE py a study of MDRT members. Ac- 
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Isanding agents, and was a man of 
surridge, fionviction. The quick qualifier was 
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py the many lives route, wrote 150 or 
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so 4, m, fyears in business, steadily increased 


WX CG @uhis average sized policy from $6,000 

J. O'Brien to $11,000, was highly sociable and so- 

ially aggressive, had a high degree of 

a self-confidence, was able to shrug off 

2, Ohio, rebuffs with a sense of humor, and 
. did not fear disapproval. 


Pattern For Late Qualifier 













ident, The pattern for the man who qual- 
a ified after 15 years showed that the 
2. Ones late qualifier had somewhat less self- 
140. onfidence and social aggressiveness, 

placed greater emphasis on building 

good-will, prestige and making a me- 
Bidg., Tel ticulous job of estate planning with 
yutheastern peach client as a first step, and wanted 


0 be thought of as a man who knows 
1 st, am pris stuff rather than a high pressure 
an. : 
Mr. Powell said that many near 
hualifiers could make it in‘short time 
they would maintain their present 
“ Chicags ate planning, service and prestige 
William D.~position, while consciously adding 
more activity and greater action-get- 
©. Fourth emphasis. 
P. Woods @ The banquet featured talks by Di- 


g, Associ: fhe aes 
usta tor Joseph S. Gerber of Illinois and 
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Absorbed in discussion during the 
reception at the midyear meeting of 
Illinois Assn. of Life Underwriters 
are George H. Schuermann, Union 
Central Life, Chicago, left, and 
Kenneth Wyard, John Hancock, Peoria. 





Oren D. Pritchard, new president of 
National Assn. of Life Underwriters. 
Commenting on the Senate investiga- 
tion of insurance conducted by Sen. 
O’Mahoney, Mr. Gerber said Wash- 
ington has a perfect right to nose into 
state regulation to determine how ef- 
fectively the state bodies are carrying 
out Public Law 15. If the Senate is 
not satisfied with what they find, then 
the agents can expect to see some 
form of federal regulation, he said. 


Have As Much To Lose As Anybody 


Mr. Gerber urged members of the 
association not to take the O’Mahoney 
investigation lightly, declaring that 
agents have as much to lose as any- 
body if state regulation is discarded in 
the ash heap. “To make state regula- 
tion effective, every once in awhile 
you are going to have to be objective, 
you are going to have to sacrifice, you 
are going to have to compromise,” he 
said. 

The Illinois director’s remarks were 
echoed by Mr. Pritchard, Union Cen- 
tral Life, Indianapolis, who spoke 
briefly at the conclusion of the meet- 
ing. 

Extra For Continental Assurance 

Directors of Continental Assurance 
have declared an extra dividend of 20 
cents payable Dec. 31 to stock of rec- 
ord Dec. 17. 
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McMul@ State and local association officials shown here at the midyear meeting of 


the Peoria sales congress are, left to 


nent: Orville M. Thies, Metropolitan, Alton, president of the Illinois associa- 
7°": Hobe M. Albright, New York Life, Peoria, general chairman of the sales- 
~pades; Ted F. Faner, Metropolitan, Peoria, president of the Peoria associa- 
and James T. Kenny, Metropolitan, Springfield, secretary-treasurer of 


























Cold butter is 
hard to cut 


And cold prospects are hard to sell. 













Like butter, prospects are easier to work with after 
they've been warmed up a bit. That’s why we've been 
helping the man who sells Occidental insurance soften 
up a special class of prospect—the man with 10-50 
employees. 




























Through Wall Street Journal ads we've been pointing 
out two things to this businessman: (1) The advantages 
of group insurance and (2) The desirability of having 
a professional insurance man help him with his insur- 
ance decisions. 


Altogether, 10 insertions in the Journal will make 4 mil- 
lion impressions on small group prospects! The man 
selling Occidental insurance knows that these repeated 
impressions will make those prospects easier to approach. 


And easier to sell. 


I ccidental Life 
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y 2323 First National Bank Bldg., Denver 2, Colo. t 
t Gentlemen: Please send me complete, confidential ] 
| details on your exclusive service. | understand | am NOT I 
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Tells How To Get Work Simplification 
Programs Accepted And Put Into Eftect 


(CONTINUED 
tional avenue of recognition. Depart- 
ment heads would not only be able to 
guage employes on their ability to do 
their work, but also would become 
more aware of those employes who 
were so interested in the work around 
them that they had a desire to improve 
it. 

As a final objective, we wanted to 


FROM PAGE 7%) 
promote and encourage still further 
the healthy, sound climate which our 
Mr. Spendrite program had done much 
to stimulate; in which ideas would be 
greeted by an open mind. And here 
another trite but true statement which 
in work simplification might 
“the mind 
it only functions 


we uss 
be expressed, and that is, 
is like a parachute; 


when it’s open.” 

We went on to tell them of the 
benefits that would accrue to the 
company, to the employes themselves, 
and to our policyowners. We felt that 
we would be able to create better jobs 
—more rewarding jobs for our present 
employes. It is generally true that 
the person who knows the most about 
any particular operation in the home 
office is the person actually doing the 
job. Give this person the opportunity, 
and the tools for analysis, and he is 
bound to have constructive thoughts 
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TOP COMMISSIONS on 10 Leading Con- 
tracts, Vested Renewals, Higher Life- 






BUILD YOUR OWN GENERAL AGENCY 


Liberal Overwriting 


Expense Allowance. agents can’t miss! 


Ask for Other Reasons-INQUIRIES HELD CONFIDENTIAL 


Can You Be 


MONEY-MAKING SALES PACKAGES. New! 
Colorful! Dynamic! Plus a new, easy- 
to-use Brain-Book and Brain-Kit. Your 





PACKAGED TRAINING PLANS. New! 
Amazingly simple! Easy to use! 
eeeeA quick money-maker for new 
or old agents! 


Agency Building 
Opportunities in: 








THE COLUMBUS MUTUAL 


LIFE INSURANCE COMPANY 
Columbus 16, Ohio 


Frederick E. Jones, Pres. 


Fred C. Adams, Sup’t. of Agents 





Alabama, Arizona, California, Delaware, 
Florida, Georgia, Illinois Indiana, lowa, 


Kansas, Kentucky, Maryland. Michigan 


New Jersey, North Carolina, Ohio, Penn- 
sylvania, Texas, Virginio Washington D.C 





and West Virginia 
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on how it could be improved. Anoth 
important consideration is if you ; 
part of the team. that conceives , 
improves procedures, you will be » 
thusiastic about them even if you; 
not in complete agreement. 


Humanics Was 90% 


We asked them to think about 
benefits—to keep them in mind—aly 
to remember that work simplificatiy 
is 10% mechanics and 90% humanj 

The mechanics are simple, but t, 
humanics are a factor over which 
program can stumble and fail. Tj 
tools are worthless if we lack jj 
confidence and cooperation of thos 
with whom we work. Since eye 
human being deserves and wants, j 
varying degrees security, recogniti 
and self-expression, we said to « 
partment heads, “let your people kno 
what you are doing. Ask for the 
cooperation and help, and make ever, 
one understand the benefits to } 
derived from this program.” 

One of your older employes wh 
you have classed as someone marki 
time to retirement may be burstj 
with an idea, but has never mention 
it because he or she hasn’t been ag 
or senses that we are not recepti 
The new employe who doesn’t know 
any better may confound us with 
question about a procedure we ha 
been accepting as a matter of cour 
What we wanted to do was to tap thi 
vast reservoir of ideas which we 
in our present work force. 


































More Than Suggestion Plan 
You may ask at this point, “Well,j 


all you wanted to do is to tap ide HE 
why didn’t you start a_ suggestiy Yo 
system?” Believe me, we consider 

this; and, as a matter of fact, somfYou can 
years ago we had a suggestion systemg958 fas! 
But there are some very basic diffesf you're 
ences between the two systems. Ing Ve be 
suggestion system, you invite all king’™h car 
of ideas from your employes. Natural og 
some of these are good and some aBany wit 
bad. hy: 

Someone has to sit down to revie 
the ideas and to determine wh re 
personnel should be selected to impli « o¢¢; 
ment them. A_ work  simplificatidl ¢ Lito 
program, on the other hand, is mu@ ¢ Line 
more specific. We say to the gradual e Hos; 
of our round tables: “You study: depe 
operation—we don’t know whether ° Pisa 
are going to have an idea on it or DH ¢ Gro 
but you decide just how it is that y@ e com 
are going to do that operation.” Ajj — form 
the chances are that he will find} ¢ Bree 
better way. 

After presenting the objectives @™portant 
the program and the benefits whigM - - - 
we felt would be received, we ™° psig 
viewed some of the obstacles Wilh) ir _ 
had to be given considerable thougihce 652 
if they were to be overcome. or more 

One of the first and foremost of Mnportant 
obstacles to work simplification 2 MARC 
provements is_ that old bugabi . 
“resistance to- change.” Dr. Wali Assiste 
said: “Complacency, the feeling 4 
all’s right with the world, especial si 
with us, is a comfortable feeling. I oe 
when we fear that this comfortaig his lit 
state of affairs may be upset the Hy 
go into action—or when it has which 
upset, we act to restore it. | je 


doubtful if we ever do anything at 
time except to prevent our comp 
ency from being disturbed, or 1% 
cover it if it has been disrupted. 
Now the reason for this is due 


seCURT 


habit formation which is both a 0 INSU 
ing and a curse. It enables us to! T 
our daily routine, but at the # 

time it is a barrier to change 994 Mutual 


progress. 
All of us tend to resist any “ 
in our daily routine. Many time® 
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HE DID IN 1837* 
YOU CAN IN 1958 


ou can Discover the Difference in 
958 faster and easier than he did. 
f you're like many life underwriters 
jouve been searching for the company 
hich can help you make life insurance 
career instead of a job without a defi- 
ite future. We feel we are the com- 
ny with the difference . . . here’s 
hy: 
@ Top first year and renewal commis- 
sions for General Agents and Agents. 
(Liberal vesting provisions.) 
@ Office allowance to General Agents. 
@ Lifetime service fee. 
@ Liberal retirement plan. 


@ Hospital benefits for self, 
dependents. 


@ Disability income when sick or 
disabled. 


@ Group life insurance. 


@ Complete portfolio of modern policy 
forms for better production. 


) Excellent sub-standard facilities en- 
abling you to serve a larger clientele. 


mportant? Of course, because isn’t it 
@ . . . you’ve been so busy creat- 
g security for others you’ve forgotten 
€ most important person of all — 
urself — and your own security at 
ge 65? 

or more detailed information on these 
portant differences contact: 


MARC F. GOODRICH, C.L.U., 
Assistant Director of Agencies 


*SAMUEL F. B. MORSE, wealthy 
Successful artist, who gave up 
his life of ease to live in poverty, 
subject to ridicule and defeat un- 
til he Discovered the Difference 
which led to invention of the 
telegraph, patented in 1837, first 
used successfully in 1844, 


URITY BENEFIT LIFE 


INSURANCE COMPANY 
TOPEKA, KANSAS 


Founded 1892 


change “94 Mutual, Legai Reserve Company 
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thought that comes into our mind is 
—we’ve done it this way for a number 
of years; it’s working successfully; 
why should we change it. 

Even in our personal lives we are 
creatures of habit. If you are a com- 
muter, you probably get on the same 
car every day—probably sit with the 
same person or group of persons. You 
read the same paper every day, smoke 
the same brand of cigarette, drink 
the same brand of beer, etc. And, I’m 
sure you all agree that it’s difficult 
to change an established habit. 


Result: We Resist The New 


As a result of this we resist the 
new. When somebody or someone 
presents you with a new idea in your 
particular field, the very human 
tendency is to think of reasons why 
this won’t work out. This is where the 
open mind concept is most valuable; 
and to illustrate it, we tell the story 
passed on to us by Prof. William 
Mullee of New York University. 

It seems that each of us have a 
built-in traffic light in our minds. 
Our normal reaction when presented 
with a new idea is to turn the red 
light on. The unfortunate part of this 
is that once the red signal is flashing, 
it’s like bouncing a ball off a barn 
door; nothing goes through. The idea 
can be the best one in the world, but 
we are unlikely to accept it. Turning 
the green light on when presented 
vith an idea is one of the most 
inportant things that must be done 
iu the work simplification program. 
T: is only by being willing to listen 
aid to took for the good in a proposal 
fir change that anything worthwhile 
cin be accomplished. This concept of 
the green light or open-mind policy 
is one that should be fostered at all 
levels. What most of us need is less 
talk about open doors and more action 
on open minds. 


People Hate Criticism 


Another obstacle to work simplifi- 
cation is that people just hate to be 
criticized. Nobody likes to be told 
when they are wrong, even though 
Dr Myers said: “The people who help 
me most are those who tell me where 
I am wrong.” Just how many of us 
are ever willing to take advice? And 
by this I’m not referring to unwar- 
ranted or destructive criticism, but 
rather only to criticism intended to 
help us do better jobs. Most of us, 
when we think about it, feel that 
there are two kinds of criticism: .. . 
constructive—that’s when you criti- 


cize the other fellow, and ... un- 
warranted—that’s when he criticizes 
you. 


We have to face the fact that a per- 
son feels that it is criticism of his 
performance when someone else 
comes along and shows him a better 
way to do a job which he may have 
been doing in the same way for years. 
He wonders what management thinks 
about him for not suggesting the im- 
proved method himself. 

Work simplification avoids this to 
a great extent because one of the key- 
notes is participation. Participation 
introduces another kind of criticism 
and this is self-criticism of the way 
you are presently doing your own 
job. By getting everyone into the act 
and giving credit to everyone who’s 
involved in working out a new idea, 
you accomplish some very important 
things for the individual: 

1. He has a chance to express him- 
self and a hand in developing the new 
method he will ultimately use. 

2. He has pride of authorship. 








3. If the new system has bugs in 
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it, he will do his utmost to iron them 
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General Agent Qualification 


In the prosperous St. Louis area we have avail- 
able at this time a wonderful opportunity for the 
man ready for General Agent capacity. National 
Reserve Life, ““Enduring As Rushmore”, has cur- 
rently over $230,000,000 Insurance In Force— 
and is conducting a dynamic expansion program 


throughout its entire operating territory. 


You are assured complete home office coopera- 
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by Lester O. Schriver 


Many have read, re-read—and then filed for future 
inspiration—Lester Schriver’s great editorials in the 
Life Association News. And hundreds of readers have 
demanded that these messages be published in perma- 


nent, readily-usable form! 


This cloth-bound, 128-page book is the answer to that 
demand. Managing Director of NALU, John Newton 
Russell Award winner, Lester Schriver has a message 


America! 


1st 5 copies, $12.75 net. 


to strengthen your belief in life—life insurance—and 
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.-- September paid business 18.9% ahead of 


last September. 


... First three quarters, 7.2% ahead of 
first three quarters last year, and 
15.6% ahead of same period 1956. 


... Insurance in force increased to 
$1,135,742,296. 
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out. (After all, it’s his system and 
he’s going to make it work right.) 
Another obstacle that is encountered 
is the “it can’t be done” attitude. His- 
tory is full of people who said it can’t 
be done. We even have cigarette com- 
mercials on TV these days exploiting 
the phrase, “they said it couldn’t be 
done—couldn’t be done.” We found 
the only way to overcome this obstacle 
in some instances is by playing a little 
game. And that’s to say: “Look, let’s 
take 10 minutes with the green light 
on and see if there is any way that 
we can figure out how it can be 
done.” It’s astounding when you get 
someone who agrees to “accentuate 
the positive and eliminate the nega- 
tive,’ how many ideas or modifica- 
tions of the original idea become ac- 
ceptable and really worthwhile. 


Insurance Teachers Set 
Annual Meeting Date 


Sessions on the problems of insur- 
ance curriculum and its place in the 
business education and economics 
programs of colleges and universities; 
insurance taxation, with emphasis on 
federal taxation of life insurance; and 
a review of trends in all lines have 
been scheduled in the preliminary 
program of the annual meeting of the 
American Assn. of University Teach- 
ers of Insurance in Chicago, Dec. 
28-29. 

Presiding at the Sunday session 
opening at 10 a.m. will be Robert A. 
Hedges, University of Illinois, and 
Dan Magill, University of Pennsyl- 
vania will preside at the luncheon. 
The afternoon session that day will be 
directed by Harold C. Krogh, Univer- 
sity of Kansas. 














,eadership 


Since 1907 Jefferson Standard has 
been a leader in the life insurance 
industry. Today, among companies 
writing ordinary life insurance 
exclusively, only five are larger 
than Jefferson Standard. 
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Beadles To Preside 


The Monday morning session will 
be headed by Frank Schwentker, 
University of North Carolina, with 
Dean William Beadles, Illinois Wes- 
leyan, president of the association, 
presiding at luncheon. Monday after- 
noon will be devoted to the annual 
business session and election of offi- 
cers. 

Featured on the luncheon program 
will be the announcement of the 1958 
recipient of the Elizur Wright award, 
given annually for a publication con- 
sidered to be an outstanding original 
contributon to the literature of insur- 
ance. The Wright honor for which the 
award committee made no recommen- 
dation last year, will carry a $500 
honorarium this year. 

J. E. Hedges of Indiana University 
is in charge of the meeting program. 
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Jefferson National Life 


Four general agents have named 
the company. They are Durws 
Cox, Bowling Green, Ky., Rober 
Reynierson, Lexington, Ky., Ke 
C. Silvester, Toledo, O., and Wayt 
Kern, Bedford, Ind. 


Republic National Life — 


Five new general agents have k 


appointed by the company. ussach 

These new _ representatives Dons 
Robert R. Ullom, Norfolk, Va.; W.& 

phi pephens | 

McGahey, Louisville; J. W. pointed 
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mack and J. W. Webster Agency, 
Monroe, La.; Vincent Guerra Jr., 
vansas City, Mo.; and Roy E. Mills, 


K 
ig M@jgurel, Miss. 


Occidental Of California 


2 group Frederick _B. Dick has been ap- 
manage pointed assistant manager for the 
en promgtoronto office. He represented Con- 
Fiinental Assurance in Toronto for four 


i al ears before joining Occidental in 
di visiong 1957. 
or bs Robert D. Ed- 


ord T. Hawards has been 
nanager named manager of 
ngeles, jgthenew Los Ange- 
romoted gles office. He 
divisiogg joined Occidental 
or for qyin 1951 and since 
Coast jf 1954 has been as- 
with heg sistant manager 1n 
He stanjthe company’s Pas- 
and joing adena office. 
Gordon E. Shaw 
has been named 
Detroit Gmanager of the 
for the mij company’s new 
Pomona office. Mr. Shaw represented 
Commercial Life of Canada in Toronto 
and Calgary for nine years before 
moving to southern California and 
joining Occidental. He has been with 
Occidental five years, both in the 
nome office and the Pasadena branch. 
George K. Bigley has been appointed 
ant brokerage manager for the 
fan Diego branch office. He has 
resented Occidental in the El Cen- 
oarea since 1951. 
‘George N. Flessas has been named 
ssistant manager for the Portland 
branch. He joins Occidental after 
representing Business Men’s Assur- 
‘ll make mance in Portland for the past seven 
He has beggyears. ; 
lmost 


is been 


Robert D. Edwards 


rew M. Pane 


rly man@utheran Mutual Life 
a . Donald E. Koehn 


has been appointed 
Minnesota state 
manager for the 
company. Mr. 
| Koehn will head- 
quarter in Minne- 
apolis and coordi- 
nate the activities 
of all agents in 
Minnesota. He has 
been with Luther- 
an Mutual since 
1953. 
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1ed th: came 
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i assachusetts Mutual 
tatives H@ponald A 

c, Va; : 


‘Picphens has been 
ppointed general 
gent for New 
fexico. He en- 
ered the life field 
Nn 1953 as division 
anager of Pru- 
ential at Albu- 
luerque. He is a 
LU and teacher 
ff CLU courses at 
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a reat Southern Life 
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§ ') Hershell W. McNutt has been ap- 

ance. onted manager at Birmingham, Ala. 

pa . McNutt began in life insurance 
an agent for Pilot Life immediately 

asi Her World War II and has been in 






€ Msurance continually since then, 
Kcept for three years (1949-52) dur- 
0 MP ANY Which he served as administrative 

sistant to Congressman Carl Elliott 
'*€xas. For the past six years he has 
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been with Jackson Life of Birmingham 
as Alabama state manager. He is a 
graduate of LIAMA Managers School 
and of Southern Methodist Institute, 
being presently chairman of the sales 
seminar committee for the latter in- 
stitution. 


Bankers Of Nebraska 


The company 
has opened a new 
agency in Long 
Beach, Cal., under 
the direction of 
Michael C. Hum- 
mel, who went 
with the company 
in 1953 as an agent 
at Los Angeles and 
was appointed as- 
sistant general 
agent in 1957. Ac- 
tive in California 
for only 11 years, 
the company wrote 23% of all its new 
business in that state last year and now 
has nine California agencies. 





Michael Hummel 


Pan-American Life 
The Nelson-Al- 
len agency has 
been named gener- 
al agent at Mon- 
roe, La., as succes- 
sor to the Nelson 
agency. John J. 
Allen Jr. has been 
with Franklin Life 
since 1954. He is 
president of Mon- 
roe Life Under- 
writers Assn. Jul- 
ius E. Nelson has 
been with Pan- 
American since 1942 and was appointed 
general agent at Monroe in 1945. 


John H. Allen Jr. 


State Mutual Life 


Robert F. Arm- 
bruster has been 
named manager at 
Cincinnati to suc- 
ceed Lee B. 
Scheuer, general 
agent, who has re- 
tired. Mr. Arm- 
bruster entered 
the life field at 
Columbus in 1952 
and has since been 
in sales and man- 
agement positions 
in Cleveland. 





R. F. Armbruster 


Travelers 


William U. Copeland, who has been 
A&sS field supervisor at Hartford, has 
been transferred to the branch office 
administration department at Wor- 
cester, Mass. 


Standard Of Oregon 


Three agency supervisors have been 
appointed. They are: Daryl D. Fowler; 
George M. Fujikawa, Harvey Heiden- 
reich. They will be in charge of 
Oakland, Hawaii, and Spokane, re- 
spectively. 


Pacific National Life 

Richard Cummings has been ap- 
pointed district group representative 
for northern California. Formerly with 
New York Life, Mr. Cummings will 
work under manager Chester L. Root. 


INTERSTATE L.&A. has named 
William H. Pogue manager of its 
Memphis district. He has been with 
the company for 10 years in the home 
office and in Chattanooga. 
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Hughes Applies Scalpel To Problems In A&S 
Created By Patient, Physician, Insurers 


(CONTINUED FROM PAGE 8) 
medical information from the insurer, I seriously question whether their in- 
surance will pay for hospitalization. 

A third patient problem revolves This stops most of them short of the 
around going to the hospital for a rest. admitting office. 


and even from the doctor. 


Many patients think that because they 
have medical insurance 
lounge around a hospital for a week 








FieNATIONAL UNDERWRITER 


the doctor? While this is infrequent, 
nevertheless, it can be very costly. 
One cannot throw such a patient out 
of the hospital. A reputable physician 
can find ways, however, to achieve the 
discharge of such a patient in fairly 
short order. I usually wait no longer 
than one day and then sit down po- 
litely beside the patient and point out 
how expensive the premium would be 


insured patient who if_lots of policyholders stayed in the 


they can enters the hospital for legitimate rea- hospital a few days each too long. 
sons but declines to leave when the This often works. If not, I then add 


or two. I inform such patients that subject of discharge is brought up by that I shall have difficulty in vouch- 
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ing for the necessity of staying longeptill. tr 
This usually does it. ~ Por free 
Another problem of real magnityion an? 
is the ambulatory patient who A fev 
to enter the hospital to have tests qogsome 4 
because the policy pays for them thesihe insu 
but not in the physician’s offid the 
Frankly, it has always amazed me th addition 
any insurer would insist on hospitggeompan 
zation as a prerequisite for paymegcomPan 
for x-rays and laboratory proceduplicgreles: 
when obviously the company will g r 
have to pay the hospital for room a) At tit 
board. Moreover, it often takes mpg!" fillir 
days in a hospital to complete teqpistance 
than it does in a doctor’s office. Thy mation.. 
is poor business on the part of inggf!? é : 
ers and a direct inference that 442” 
physician cannot be trusted to do : 
minimum number of procedures in hi 
office. For that matter, what js 
keep the doctor from ordering a pg 
fect multitude of tests in the hospity 
to be paid for by the company? a 
Patients and insurers alike place af. ; 
inordinate emphasis on tests, and ay 
willing usually to pay for them pg® 
fail to appreciate the value of th 
amount of time spent by the physiciay 
































Coverage Is Not Enough 





question 
ambulat 
weed OU 






A common insurance problem , 
patients is that they failed to buy ag 
quate protection in advance. If Ij 
sure my house for $2,000, do I have 
right to complain because, when j 
burns down, my insurer gives me on} 
$2,000? Of course not. Yet many fairl 
well-to-do patients complain that the 
medical insurance pays only a part 
the room and board, only a few d 
lars for drugs, etc. Under these ¢i 
cumstances it is wise for the physicia 
in order to maintain the good na 
of medical insurance, to quietly poi : 
out that the company is not culpabl.— 
for paying only what the _ contra 
calls for. dered. 

Rare is the greedy patient whgWhere I 
when about to be discharged from ti 
hospital, requests the physician to gi The 
him large supplies of numerous drug. 
especially if they are expensive, bj : 
cause his insurance policy will pa. 
for them. 

Even more rare is: the patient wi wn 
insists that numerous  unnecessa. 
X-rays and tests be performed on hi 
while in the hospital because his pi 
icy will pay for them. The wise phys 
cian simply informs the patient tm, 
the tests are not needed and that ca. 
tainly exposure to avoidable radiatiq 
is unwarranted. Firmness on the pa 
of the physician is all that is needé 
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Doctor Can Be Trusted After 
The average doctor can be trust oma 
implicitly not only with life and li igh 


but also with his fees. The comm 
conception that all physicians are t% 
men is a fallacy. 


ommitte 
one of i 






In a confidential survey of well 0 Am 
500 members of the Memphis & Shel The s¢ 


County Medical Society not long 
it was found that the average dog, 
had an annual income of $16,000, &% 
he donated in cash to church and chil 
ities over one-tenth of that sum, ¥ 
he worked a perfectly prepostel 
number of hours, and the membew 
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rine lonpeti treated enough” charity patients less ‘under these circumstances and 
z oo or free to save Memphis over $3 mil- should retain his share of the respon- 
magnitafpion annually. , sibility for adjusting such differences 


. — 
5 eo 
who sea A few physicians do raise problems. concerning a fee. Finally, the society ie ees sca 1 
> tests Ps: kome are far too tardy in completing did not want its grievance committee } iS 
‘ e e insurance blank and forwarding it to serve as a collection agency for ' la 
f ee ee 
—! s — 


the . 
a the company. Such delays create companies against physicians, or phys- 


in’s off yee “ > 
“Eiditional work and expense for the icians against companies. Another Hot Prospect aot awa | 
ed me thy ompany and antagonize patient and Another insurance problem is posed |: P g Y 














f host meany alike. by physicians who perform unneces- because this salesman didn’t 

iNen . ° . — 
proceduphcareless In Filling Out Blank sary surgery. Occasionally one finds have a complete line of competitive 
Ly will ‘ a mercenary doctor who is equally plans (and at competitive 
— aus§ At times some doctors are careless quick with knife and bill. He performs oe, : 
takes’ ‘lf, filling out the blank and in rare what we refer to as acute remunera- commission rates). If this 
pled MEnstances leave off important infor- tive surgery. This type is a danger to happens to you. . . ask ANICO 
office, Tymation. oar the —, is — the public, a curse to his profession, about their Brokerage line of 
tt off o the hospital primarily for a chronic and a great liability to insurers. In |. ec titi Polici 

Sut nxiety state but at the same time has our larger hospitals this type seldom ompetitive Foricies 


e that hd 
2d to do 
dures in }j 
what is 


the sniffles, is it honest to list acute retains operating room privileges for © Special Plans 
espiratory infection as the primary long as, unknown to most laymen eC ii cer 

: : . q MeN, ompetitive Commissions 
diagnosis, for insurance reasons, and hospital staffs have special committees P 
hronic anxiety state second? Of course which keep accurate records month 





— 7 Ptpiot. Yet it is done, and it costs the by month of every surgeon operating. 
ny? OspHal insurers. Some doctors cost insurance com- 
; i for an unscrupulous phys- i 
ke place It is easy p phy: panies great sums of money by falsely ANICO SALES LEADERS 


jcian to classify a case as an emer- classifying certain patients as totally 


sts, and 3 5 Pipe ‘ z : 
“Heency. It is often difficult to disprove or partially disabled. Insurers should Fami icy. 

‘uel “Enis contention that it was. For this get together and set up a plan for rere ols seecial 

Ol Wireason I have been very happy to calling automatically for expert med- ’ P 4 


€ physiciag tice of late that some companies ical reevaluation of such cases when $25,000 minimum special. 


ae including on the claim blank a certain established average periods of Life with Family Income 
question as to whether the patient was disability for diseases, operations, and to age 65. 

ambulatory <a snap This will injuries have been exceeded. Income Conversion Rider. 
weed out some false claims. . aa 

Fees paid to the doctor usually are Complicated Claim Blanks ee. A&H 
stipulated in the insurance contract. The claim blank, fortunately, is Commlete line of ¥ 
For surgeons and surgical specialties, gradually being simplified. Some com- ee ae ee 

and for obstetrics these fees are, as a panies still use blanks containing un- mortgage protection. 

tule, reasonable. But for medical care necessary questions which wiser com- Pre-Authorized Check plan. 
ly a pat gy are all too often absurdly low, panies, interested in speedier though Gtd. Issue on Pension and 

a few defi less than a plumber or a TV repair- still accurate service, long since have Profit-Sharing plans. 
: these man would accept for a visit. If the deleted. The old classic one is, “Has Family Income Term Policy. 
.e physic’? is in the contract, there is no this patient any constitutional disease 
good am problem; the insurer pays that fee and or disability?” The common cold and 
ruietly pig physician reserves. the right to cancer both qualify for “yes.” So does Openings everywhere in territory for 
not <a make an additional charge to the pa- an ingrown toe nail. It is a disability. REPRESENTATIVES, BROKERS, SPECIAL BROKERS 
he contraitt_in line with the services ren- Most physicians have agreed that it 
dered. would be good for all concerned if in- Inquiries about these or other openings for 

Where Difficulty Arises surers got together nationally and those with special qualifications and experience will receive 

agreed on a standard form for the prompt attention and answer. For information address: 
The real difficulty at times is patient and the physician to fill out. COORDINATOR OF SALES 
erous an aused. by insurance which guarantees Few doctors feel that it is justifiable 
pensive ¥ eeree f° — bor ng amp ond : ae a, ee ng Batis the 
+ murgical bills wi e paid in full. Un- claim blank. Ye ave thought many . - : 4 | rT y 

cy will Mier these circumstances the insurance times of billing the insurer for time “age SES ° AME ale AN NA | ION AL 
ompany may consider the surgeon’s consumed in having to recite all de- . eee oe - 
ee, for example, too high, and some- tails of each visit of the patient in | y INSU RAN C i C Q. 
times it is. If they cannot settle the previous years, all diagnoses, severity, ae GALVESTON, TEXAS 

atter between them, the tendency treatment, and results, not to mention 
has been to throw the problem in the x-ray findings. Companies which re- 
ap of our medical society’s grievance quire this much information should OVER FOUR AND ONE THIRD BILLIONS IN FORCE 
nd that ommittee. This was easy for the in- pay a fair fee. . 
ble rade but hard for the surgeon, as 
on thea t is a stigma to be ordered to appear 
t is aa before such a committee and takes Only rarely does a company writing 
much time. a doctor for information concerning a 
After careful review of this sort of patient applying for medical insur- 
1 be truss the executive committee of Mem- ance include a fee, or suggest one. 
ite aaa his & Shelby County Medical Society Most companies state that the physi- 
The comm ed unanimously that no society cian will be doing his patient a favor 
ians are tige™mittee could adjudicate between in helping him secure the policy by 
me of its members and any insurer answering the questions listed below. 
of well he question of a fee unless the pa- Invariably these questions call for all 
his & Shel Sagem complained. information you have on the patient. 
not long “erg society did not want to place Virtually all doctors feel that in fill- 
erage dod in the position of dictating fees. ing out this sort of blank we are also 
$16,000, t oid very few doctors would delib- doing the insurer quite a favor by 
ch and ¢h . charge above average fees for putting it in a solid position to sell the 
at sum, t as incurring the society’s disap- policy and that our services are worth 
prepostet i “sg experiencing a decrease in remuneration if the company intends 
members! Trals of patients from society to make a profit on them by selling a 

members. The adjuster is not defense- policy. 
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Home Office Changes 


in 1945 as an agent, soon after going 
to the home office as a member of 
the underwriting committee. In 1957 
he was transferred to the group de- 
partment and appointed assistant 
secretary. 


Aid Assn. For Lutherans 

Dr. Frederick A. Brei, Oshkosh, 
Wis., has been appointed assistant 
medical director. He is a graduate of 
Marquette University School of Med- 
icine, and has been in general prac- 
tice. 


Great Southern Life 

Frank H. Monroe has been appointed 
as manager of brokerage sales and 
Elton V. Amburn, assistant secretary, 
has been promoted to regional group 
supervisor. 

Starting as an agent with Provident 
L.&A. in 1945, Mr. Monroe was named 
assistant manager in his agency three 
years later. In 1948 he was called to 
initiate an accident department for 
Pioneer American, remaining as man- 
ager in the department for five years. 
He helped organize Southwest Ameri- 
can, serving that company as vice- 
president and treasurer. 

The early part of this year Mr. 
Monroe rounded out his experience 
with Oil Industries Life, setting up 
their home office systems and pro- 
cedures program. He is a past vice- 
president of Houston Assn. of A&H 
Underwriters. 

Mr. Amburn went with the company 


John Hancock 


Ernest L. Wood, administrative as- 
sistant in the ordinary policy depart- 
ment since 1957, and Leland C. 
Richardson, administrative assistant on 
the agency accounting staff since 1954, 
have been named assistant controllers. 
Mr. Wood, who is a CLU, joined John 
Hancock at Brockton, Mass., in 1934. 








THE CROWN LIFE OF CANADA 


First in tradition... 

From its inception in 1900, the Crown Life has 

held uncompromising principles, which have guided its 
management into building the largest Canadian life insurance 
company organized in the twentieth century. 

H. R. Stephenson, who, in 1912, joined the 

Crown Life as Actuary and in 1919 became General Manager, 
is still its active President. 

To this day, his first principle—‘‘Pay the most possible 

to the man who writes the business” stands as the 
cornerstone of our agency policy. 


Modern as tomorrow... 

Blending traditional management with young men 

and vigorous ideas keeps Crown Life first in new plans, 
liberal underwriting and top commissions, making its services 
easier to sell, its compensations more satisfying. 


CROWN LIFE 


INSURANCE COMPANY §!20 SLOOR ST. EAST 


ESTABLISHED 
1900 TORONTO, ONTARIO 











HAeNATIONAL UNDERWRITER 





Mr. Richardson entered the policy 
loan division in 1925 and was trans- 
ferred to the controller’s department 
as manager of the general agency ac- 
counting division in 1951. 


Equitable Of lowa 

John M. Beers 
has been appointed 
home office field 
supervisor and 
Frank L. Gaylord 
home office field 
training supervis- 
or. Mr. Beers be- 
gan in insurance 
with Mutual Bene- 
fit Life at Roches- 
ter, N. Y., in 1954 
going with Equit- 
able Life of Iowa 
as an agent with 
the Des Moines agency at Ames, be- 
coming home office field training as- 
sistant in 1956 and field training super- 
visor a year later. He is a CLU. 

Mr. Gaylord joined the Spokane 
agency of Equitable Life of Iowa in 
1947, was recalled to active naval duty 
in 1950 and returned to personal pro- 
duction at Spokane in 1952. He was ap- 
pointed regional agent there in 1953. 
In 1955 he became home office field 
assistant and went to the west coast, 
with headquarters in Oakland, Cal. 


National Life Of Vermont 

Andrew J. Blackmore, vice-presi- 
dent and secretary, will retire next 
January. He joined the actuarial de- 
partment in 1921 and was elected 
secretary in 1949. He was named a 
vice-president in 1955. 





F. L. Gaylord 


Maccabees 

Maccabees has appointed Fred Bam- 
sey head of the new issue department, 
and Donald Hillenmeyer manager of 
the underwriting department. John 
McCurdy has also been promoted to 
assistant manager of investment ser- 
vices. 


Illinois Mutual L.&C. 


George H. Miller has joined Illinois 
Mutual L.&C. of Peoria as actuary. 
Mr. Miller has had more than 20 years 
experience with Metropolitan Life and 
Security Mutual Life of Binghamton. 


Aetna Life 


T. Benson Leavitt, director of special 
services of LIAMA since 1948, has 
been appointed manager of special 
research, life department, effective 
Dec. 15. He joined the Ohio depart- 
ment in 1939 and became assistant 
actuary of American United Life in 
1944. 


Mutual Trust Life 


Ralph Wilson has been appointed 
agency secretary. Since joining Mutual 
Trust in 1957, he has been manager 
of agency accounting. Mr. Wilson 
previously had been in administrative 
and underwriting work for Travelers 
for over eight years and agency secre- 
tary for Central Standard Life. 


Colonial Life 


O. A. Augustine, former mortgage 
loan supervisor, has been appointed 
assistant treasurer to succeed Gordon 
V. Moy who retires Dec. 31. Mr. 
Augustine joined Colonial at Brooklyn 
in 1939. 


Mutual Benefit Life 


Floyd S. Zukswert, general auditor, 
has retired. He joined Mutual Benefit 
as an office boy and transferred to 
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the accounts department. In 1935 
was appointed comptroller and becay 
general auditor in 1947. 


Provident Mutual Life 


F. Morse Archer Jr. has been ele¢; 
a director. He is a partner in the } 
firm of Archer, Greiner, Hunter ay. 
Read, a director and member of 4 
executive committee of the First 
den National Bank and Trust Co.,, a 
a director of the Levering-Riebel qf" 
































Republic National Life 


R. Eugene 
Hockett has joined 
Republic National 
Life as senior life 
underwriter and 
will be in the 
brokerage under- 
writing section. 
For the past 12 
years Mr. Hockett 
has been in the 
underwriting de- 
partment of Con- 
tinental Assurance. 
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SENTRY LIFE—At the first mee. 
ing of the company, a subsidiary ¢ 
Hardware Mutuals of Stevens Point. 
Wis., the following officers werlis 
named: Louis Hirsig, chairman; Carlie 
N. Jacobs, president; J. P. JacobsMain 
executive vice-president; John Wi 
Joanis, vice-president and _§ gener 
counsel; H. A. Graver, secretary; R. f) 
Busbey, treasurer, and R. J. Sued 
assistant treasurer. 






















































PIONEER MUTUAL LIFE—WV. i 
Wright, vice-president and _ secretani 
has been elected executive vice-presi 
dent, and Paul E. Thomas, assistani 
vice-president and assistant secretary 
has been named assistant vice-pres 
dent and secretary. 





INVESTORS SYNDICATE LIFE; 
ANNUITY—Carl Haase has beg 
elected actuary of the company,’ 
wholly owned subsidiary of Investdt 
Diversified Services of Minneapoli 





Massachusetts Mutual Drive 
At $175 Million Sales In 33 Days” 


Massachusetts Mutual has inaugl 
rated a nationwide sales drive ai 
at capturing $175 million of new w 
ten business within 33 days. Based 
past experience, the quota is expe¢ 
to result in about $150 million 
delivered new business. The 
drive which is based on a plan intn 
duced 11 years ago by Massachusel 
‘Mutual’s general agents associatio 
challenges each of the 102 agencies 
the company to exceed their prod 
tion quotas by a larger percenta 
than a designated opposing agency ! 
another city. 


Ozark National To Build 


LITTLE ROCK—Ozark Nation FO 
Life has announced plans for # 
construction of a modern home olié On 
building in the rapidly growing Wé wol 
side section close to the propose Let 
Park Plaza shopping center here. s 
will be a one-story brick structil ISsu 
with black marble trim on a site han 


Hayes and Lee avenue, providil 
5,500 square feet of space. 


Commissioner Paul Rogan wili # 
dress the monthly dinner mecul 
Nov. 28, of Milwaukee Life ™ 
ers & General Agents Assn. He 
discuss six questions selected 1 
the general membership in advant 
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amble For Manpower Called Serious 
ide Of Fire-Casualty Entry Into Life 


sales competition from fire-casualty the contest year. But next year, if my 


mpanies’ life 
Mi ylid not prove 
ae igus but compe- 
VE on for Manpow- 
can create some 
rious problems, 
id President W. 
Jenkins of Co- 
mbian Mutual 
at the agency 
sions forum 
eld during the 
MA annual 
sting in Chica- 
D, W. R. Jenkins 
‘Bit will affect 
it seriously the many life companies 
lt in the past have cultivated the 
eral line agent and agency for their 
fe business, said Mr. Jenkins. 
[ also predict this competition may 
not only costly but self-defeating,” 
said. “After many years of pretty 
ensive courting, these  thus-far 
gly uncaptured agents, believe me, 
rman; Carlie skilled at playing one company 
P. Jacobsfinst another in a situation involv- 
John Wi orice competition. They know how 
d generif play one company against another 
tary; R. Bi underwriting concessions and they 
J. Sueckfive a keen appreciation for fringe 
nefits. 
‘For example, if Company X is 
Iding its convention in Florida this 


See RES 


jene Hockett 


first meet. 
bsidiary oj 
vens Poin 
cers were 


FE—W. | 


insurance affiliates wife and I have our hearts set on a 


trip to Estes Park, where Company 
Y is holding its convention, old friends 
at Company X will be wondering what 
in hell happened to one of their leading 
agents of a year ago. 

“There will be competition—and 
severe competition—for management 
manpower from the top agency execu- 
tive down to the agent who is only a 
management hopeful. There has been 
a marked upturn already in prose- 
lyting, and we may expect that this 
trend may increase rather than abate, 
both because the needs of these com- 
panies will grow and because of the 
shortage of manpower in desirable age 
brackets. 


Pressure Is On Them 


“Once these companies announce 
that they have bought or started a life 
facility, the pressure is on them. In 
the race to be first to capture the 
general line salesman, the pressure 
is on them. Take it from one who has 
built a management training program 
aimed at supplying management both 
for replacements and for expansion 
within the company, building such a 
program is a five to 10 year job, and 
these people cannot wait that long. If 
you or I were in their boots, we 
wouldn’t wait that long. We would go 
out and beg, borrow or steal the man- 





we will see a lot of good agents—shall 
I say betrayed?—into management 
for which they have little aptitude. 
We will probably see a great many 
general line agencies attempting to 
set up life departments. I think I do 
no disservice to anyone if I say that 
in my some 25 years of observation, 
this is one of the most precarious 
undertakings and I know of no area 
in which there is a faster turnover of 
managers than there is in managers 
of a life department of a general line 
agency. 


Starts On Gleaning Basis 


“Usually such a _ department is 
started with the thought of gleaning 
a life business from the general line 
agents. Usually it is quickly found that 
such business is intermittent and 
spotty, that the general line agent is 
wary of taking the life man to his 
clientele, that when a real life client 
is built for substantial insurance he 
wants to deal with the life manager 
and not the agent, etc. etc. 

“Soon, therefore, the head of the 
life department proposes that he hire 
and develop full-time life men. He 
trains them an hour or two a day in 
life insurance while their fellow agents 
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in the agency spend the rest of the day 
indoctrinating them in general lines, 
with the ultimate result that most of 
them become general line men. In 
short, the question of whether a multi- 
ple-line company should develop a 
full-time separate life force or wheth- 
er it should rely solely on general line 
men is a decision that plagues the 
agency as well as the home office.” 

Mr. Jenkins pointed out that if these 
new entrants into the life business 
make good on their assumption that 
they can increase the life business 
coming from their general line sales- 
men, it will mean an increase in part- 
time competition. 

“Not only is this true because a 
general line man who has a substan- 
tial general line business can only be 
a part-time life man but it is also 
true because part-timeism has always 
been characteristic of the general line 
operation,” he said. “For example (and 
I am indebted to Bob Aker of the 
Employers group of Boston for this 
information) a recent survey involving 
2,248 general line agencies showed 
they had only 4,015 full-time agents 
under contract—less than two per 
agency—but they had 14,307 part- 
timers, nearly seven per agency.” 
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rive Aim Star Life Insurance Co. 

3 Days Baton Rouge, Louisiana 

1s inaugl Fe . 

rive i Quick Action 

new Wi e f e 

! pes is easy when you belong to the A Pp r oO In H is Pr °o ession 
million Foundation Group. Membership en- 

The s abled us to organize and begin sell- The man on the right is a pro in his profession. 
plan intr ing insurance months sooner than : r ys 
ssachusett would have been possible otherwise. To the BMA representative, this es providing 
associatig for his client the greatest possible protection, friendly 
agencies ( assistance and personal interest in his family’s welfare. 
ir pea The BMA representative has been well trained and 
P knows how to use the tools of his profession to solve 


agency I Why Don’t You Investigate membership in business and tax problems, as well as family needs. 


Just one of the many special services he has to 
offer is the BMA “22”-“30” Savings Plan. It saves three 
kinds of dollars for his client — for retirement, for his 
family in case of death and for cash emergencies. 


It’s well designed plans like this that enable the 


BMA representative to do a professional job in every 
situation. 


The Foundation Group 


FOUNDATION saves its members millions of dollars yearly. 
One efficiently run, well-organized office handles all detail 
work. Your time and effort can be devoted to building sales. 
Let THE FOUNDATION GROUP: process applications, 
issue policies, mail premium notices, audit and pay bills, 
handle premium and general accounting. 

Business MeEn’s AssuRANCE 


Qualify now for membership! Write to: Home Office: BMA Building, Kansos City 41, Missouri 


THE FOUNDATION GROUP 


Accident and Health ° 
Hospitalization ° 


Major Medical Expense 
Group Plans ° Annuities 


Life 
Reinsurance 





Box 321, Northside Station Atlanta 5, Georgia gaat 





36 


Canadians Spend 3.6% 
Of Income On Life 
And Annuity Premiums 


Canadians put 3.6% of their income 
after taxes into life insurance and an- 
nuity premiums in 1957, a slightly 
higher percentage than in 1956, ac- 
cording to figures reported in the new- 
ly published “1958 Canadian Life 
Insurance Facts,” prepared by Cana- 
dian Life Insurance Officers Assn. 

Life in force with Canadian com- 
panies at the end of 1957 covered 712 


HieNATIONAL UNDERWRITER 


million policyholders with $35 billion 
of protection, for an average per pol- 
icyholder of $4,650, a gain of 6% over 
1956. 

The payment of benefits continued 
at a record level in 1957, the fact book 
disclosed, with $437 million paid to 
Canadian families through their life 
insurance and annuity programs. Of 
this total, 35% was for death benefits 
and 65% went to policyholders in the 
form of matured endowments, annu- 
ities, disability payments, cash sur- 


render values and policy dividends. 








ACTUARIES 


A 








CALIFORNIA 


MISSOURI 





COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 


Son Francisco Denver Los Angeles 








NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 











GEORGIA 


RINTYE, STRIBLING 
& ASSOCIATES 


Consulting Actuaries —Insurance Accountants 
Pension Consultants 


Williom-Oliver Bldg. 
sAckson 3-7771 





Atlanta 








GA.-VA.-N.Y.-ME. 


BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA NEW YORK 
PORTLAND 














ILLINOIS 


CARL A. TIFFANY & CO. 
CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 
Telephone CEntral 6-1288 








NEW YORK 





Wolfe, Corcoran and Linder 
Consulting Actuaries 
Insurance Accountants 


Employee Benefit Plan Consultants 
116 John Street New York 38, N. Y. 











PENNSYLVANIA 





Lenard E. Goedfarb, F.S.A 
Consulting Actuary 


Market Street National Bank Building 
Philadelphia 3, Pa. Rittenhouse 6-7014 








E. P. HIGGINS & CO. 


(Frank M. Speakman Associates) 


Bourse Building 
Phila. 6, Penna. 


Consulting Actuaries 


Accountants 











CHASE CONOVER & CO. 
Consulting Actuaries 
and Insurance Accountants 


Telephone WAbash 2-3575 
332 S. Michigan Ave. Chicago 4, Ill. 








Harry S. Tressel & Associates 
Consulting Actuaries 
Pension Consultants 
10 S. LaSalle St., Chicago 3, Illinois 
Harry S. Tressel, C.A Irma Kramer 
Alan K. Peterson, A.S. A. E. J. Pilsudski 
D. W. Sneed Wn. P. Kelly 
FRanklin 2-4020 








DONALD F. CAMPBELL 
Consulting Actuary 


188 W. Randolph St. Chicago I, Ill. 





IND. & NEB 





Haight, Davis & Haight, Inc. 


Consulting Actuaries 
Insurance—Pensions 


2801 North Meridian St. 5002 Dodge St. 


WASHINGTON & 
CALIFORNIA 





Milliman & Robertson, Inc. 
Consulting Actuaries 


914 Second Ave. 
Seattle 4, Wash. 


400 Montgomery St. 
San Francisco 4, Calif. 











NATIONWIDE 





Hh iail ef. Nhat a pany 


CONSULTING ACTUARIES 


INDIANAPOLIS 
LOUISVILLE LOS ANGELES 














Indianapolis 8, Ind. Omaha 32, Neb. 





Sowitn Solio & 


Consulting Actuaries 
Management Consultants 
342 Madison Avenue 
New York 17, N. Y. 








Great-West Life Enters 
Conn., Opens Branch 
Office At Hartford 


Great-West Life has entered Con- 
necticut with the opening of a branch 
office at Hartford 
under Elwyn G. 
Hughes. The office 
is at 64 Pearl 

street. 

Mr. Hughes has 
been in life insur- 
ance for 20 years, 
and since 1947 he 
has been’ branch 
supervisor for the 
company at New- 


Elwyn G. Hughes ark. 


Beneficial Standard Offers 


New Major Medical Cover 


Insurance designed to pay up to 
$7,500 for hospital, doctor and nursing 
care has been introduced by Beneficial 
Standard Life. 

This new major medical cover is 
guaranteed renewable to age 75. There 
will be no increase in premiums be- 
cause of an individual’s change in 
physical condition or advancing age. 
Two deductible amounts are offered 
which enable the coverage to be 
made available at low rates. Policy 
owners may also select from three 
different surgical schedules ranging 
to $1,034 based on the California rela- 
tive value scale. 

The policy will provide to $30 a day 
for hospital room and board expenses. 
It may be purchased on an individual 
or family basis including husband, 
wife and all children under age 19. 
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Filmstrip Tells A&S 
Coverage Story To — 
High School Students 


A filmstrip, “Dollars for Heal, 
which marks the first contribution 


Health Insurance Institute to the favo 


of education, has just been prody 
for use in junior and senior }j 
school study classes. 

James R. Williams, 


vice-presidge 


of the institute, during the premiehhe 
of the filmstrip at the Belmont-P,§ 


Hotel in New York, termed the fi, 
strip “the initial venture by { 
institute” as part of its educatig, 
program intended to stimulate stu 
interest in the study of A&S covers 

Since A&S coverage forms such 
large part of today’s method of fin; 
cing health care costs, he stated, 4 


well-rounded citizen needs to hayele 


proper understanding and appreciat 
of family finances so he can make 
intelligent approach in developing 
family budget.” 

The filmstrip relates family expe 
ences with ill health as seen thro 


the eyes of three high school studey a 


During each family segment, questig 
are posed on the screen, which 
intended to promote further discusgi 
of the problems shown. 


The film is available on a free |, 


basis, or may be purchased at $3 ex 
from the institute, 488 Madison ay 
nue, New York 22, N. Y. 


Kalamazoo CLU Chapter Organi 
H. Loree Harvey was recently é 
ted president of the Kalamazoo ( 
chapter at its charter meeting. Oth 
officers chosen were: Ralph Emer 
vice-president, and Fred Mamer, s 

retary. 





You can 


The men and women who represent The 
Family Fraternity are offering a new con- 
cept in life insurance—QUALANTITY 
SAVINGS. With QUALANTITY SAV- 
INGS, when the quantity of protection 
goes up, the rate per thousand goes down. 
Insurees enjoy considerable annual sav- 
ings when buying larger amounts of pro- 
tection. For example, there is an annual 
savings of $70 over the annual rate for 
$1,000 on a $10,000 certificate. 

This plus many other sales aids, liberal 
plans, training, and unusually high com- 
missions add up to a worthwhile and 
rewarding career with Woodmen. Rep- 
resentatives who qualify also receive 
hospitalization, life, disability, and re- 


tirement benefits. CoH, 


ag TERN, 


« 





Sell more 


when you offer more protection 
.. for less cost per thousand! 


For information on the finest contract 
available, write: 

T. E. Newton, Field Manager 

Dept. N1158 

‘‘The Family si ie ll 


LIFE INSURANCE socery 


Home Office: 


Omaha 2, Nebraska 


1708 Farnam Street 
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eplacement In Minimum Deposit Sales Arouses Concern 


ng place is President William P. 
morthington of Home Life of New 
rk. 
pve been in this business 38 years 
ind there’s more twisting going on 
how than at any time I can remem- 
” Mr. Worthington said in response 
4 NATIONAL UNDERWRITER’s query. 
Mind you, I don’t mean that com- 
nanies issuing these minimum deposit 
ans are telling their agents and 
brokers to go out and replace existing 
ance with these ‘gimmick’ con- 
acts. But it’s going on just the same. 
am told of one company that found 
by asking its surrendering policyhold- 
that 42% of the surrendered pol- 
ties were being replaced by other 
nsurance. 


lot Company -Sanctioned’ 


“Of course, no company sanctions 
he abuses connected with these high 
arly cash value contracts. But I know 
ifno other contract that is subject to 
ch widespread abuse.” 

Another outspoken response was 
hat of W. Rankin Furey, president of 
Berkshire Life, who said: 

“We are unalterably opposed to the 
minimum deposit plan concept. We 
have not created a policy of that type 
nnd do not propose to do so. We be- 
lieve it is replete with abuses of the 
worst type and not good for the long- 
em interests of the life insurance 
business.” 

Cecil J. North, executive vice-pres- 
dent of Metropolitan Life, answered 
by saying he believes the matter 
hould be explored because of the in- 
herent problems in the type of con- 
tract involved. 

‘Its something we should take a 
ook at and see if it is in the interest 
bf our policyholders,” he said. “We 
have no record of cases of twisting that 
ould be directly attributed to replace- 
ment by minimum deposit plans but 
can see inherent dangers of it in 
ese contracts.” 


preating ‘Serious’ Problems 
Valentine Howell, executive vice- 
dent of Prudential, said that on 
e basis of his present information 
Bbelieves the minimum deposit plan 
ting some problems that are 
ones, but that he preferred to 
lait the outcome of the New York 
artment’s Dec. 5 conference before 
ing any further comment. 
Here is the response of Walter Klem, 
uor vice-president and chief actu- 
fof Equitable Society: 
itable Life Assurance Society 
Snot adopted the so-called ‘mini- 
z Seposit? scheme for selling life 
r . This plan, involving a loan 
4 bank or the insurance company, 
he security of the policy in partial 
Hement of the initial premium, is 
uly associated with a form of pol- 
Pcontaining relatively high initial 
values, Apparently, under some 
u how being offered, the first- 
_— value plus the first-year 
Mission exceed the first year gross 
femium, This excess, increased by 
4 = Substantial expenses of issue, is 
S if the policy lapses. It is a loss 
» can only be made good in a mu- 
company by persistent members 
he class or by other policyholders. 
some months ago we introduced 
sso-called executive policy to meet 
eo ate demands for ‘split-dollar’ 
les and certain forms of business 
ance. By virtue of using limited 
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payment life plans as a basis, and 
paying a first-year agent’s commission 
of about half the normal rate (with 
compensating higher renewal rates), 
and having a minimum issue amount 
of $25,000, we were able to guarantee 
cash values of a somewhat higher scale 
than our regular ordinary life policy. 
These guaranteed cash values in the 
early years, however, are substantially 
below the full reserves and are de- 
signed to make the contracts self- 
sufficient and independent of the lapse 
rate. In other words, it is not intended 
that persistent policyholders of the 
same class, or other policyholders, will 
be called on to meet losses due to 
early lapses.” 

Mr. Klem particularly emphasized 
the final sentence in Equitable’s state- 
ment: “Our executive policy contains 
an explicit provision that the com- 
pany will not make a policy loan in 
the first year.” 


Home Life Curbs Early Loans 


In a similar action, Home Life has 
just acted to forestall the use of its 
recently 
policy in a minimum deposit type of 
sale. Last May the company introduced, 
with considerable reluctance, a $25,- 
000 minimum 30-pay policy to provide 
the field organization with a policy 
that would meet competition for busi- 
ness interest or split-dollar plans. 
Sales of this have been increasing re- 
cently to a level that caused the com- 
pany to want to make sure that field 
men don’t concentrate on the mini- 
mum deposit approach. 

Consequently, John H. Evans, vice- 
president-sales, has informed the field 
force that no further applications will 
be accepted where the first premium 
is to be paid through borrowing the 
first-year cash value. Moreover, the 
company will follow up each 30-pay- 
ment life policy put in force to make 
certain that loans are not applied for 
during the year, he added. 

“We realize that it will cost us pro- 
duction volume but we want to go on 
record once again as being opposed to 
this type of selling and wish to do 
nothing to encourage it,” he stated. 

President Harold J. Cummings of 
Minnesota Mutual Life writes: 

“I’m sure you will have plenty of 
information on this subject ...I would 
have you know that the Minnesota 
Mutual has not come out with anything 
even remotely akin to one of these high 
cash value policies, and we write al- 
most no bank loans, i.e., bank loan 
business in any form. We do have one 
or two men who have written perhaps 
three or four cases that I know of. 

“The pressure has been terrific of 
course, but we are getting a fairly sat- 
isfactory business without giving in- 
surance away, and that’s what many of 
these plans amount to. What some of us 
will do when we have to go back and 
sell, if we get this thing corrected, I 
wouldn’t know.” 


Mass. 


The letters previously referred to 
from Massachusetts Mutual to its gen- 
eral agents, while too long to quote in 
full, contained the following excerpts 
that seem to bear directly on the sit- 
uation that has stirred company and 
insurance department concern. 

In the latest, dated Sept. 25, 1958, 
Executive Vice-president Charles H. 
Schaaff quoted the significant parts of 
the National Assn. of Life Underwriters 


Mutual’s Position 


introduced 30-payment life: 


field practices committee reports and 
the guiding principles it adopted. 

“These are intelligent and realistic 
principles with which our company 
is thoroughly in accord,’ Mr. Schaaff 
wrote the general agents. ... I par- 
ticularly want to re-emphasize our 
opposition to the replacement of ex- 
isting insurance by loan plans, because 
in practically every case such action 
is not in the best interests of the buy- 
er. Where exceptional circumstances 
exist, we are willing to review the 
facts and will be guided in our deci- 
sion by the best interests of the in- 
sured. 


No Promotional Material 


“We have not made, nor shall we 
make, any concerted or concentrated 
effort to attract loan business. We be- 
lieve any agent who solicits no other 
type of insurance is making a serious 
mistake. We ask that you do not per- 
mit any of your associates to become 
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loan specialists, and we ask that you 
do not contract any representatives 
who are specialists in this field. 

“Bank-loan business is legitimate 
business, and in many cases in the 
best interests of the buyer. However, 
it is no secret that loan proposals are 
being made to individuals whose cir- 
cumstances do not warrant consider- 
ation of such a purchase. Again, we 
ask you to handle this whole matter 
intelligently and in accordance with 
the principles contained in this letter 
and in earlier messages.” 


Concerned In 1955 


In his letter of Aug. 2, 1955, Mr. 
Schaaff said: “Considerable concern 
has been expressed over the possible 
future consequences of a widespread 
use of this plan and I feel it important 
that our general agents fully under- 
stand the position of the company con- 
cerning it.... 

“We feel it would not be proper for 
us to refuse to issue policies because 
the purchasers intend to finance the 
premiums by borrowing against the 
policies. A life insurance policy is a 
piece of property and the owner is 
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entitled to full control over the prop- 
erty he has purchased, including the 
right to borrow against it or assign it. 
On the other hand, we are acutely 
aware of certain very definite haz- 
ards involved in the indiscriminate 
use of this plan. The purpose of this 
letter is to make sure that our general 
agents are equally aware of these haz- 
ards and are alert to guard against 
them.” 


Lists Specific Hazards 


The letter goes on to mention spe- 
cific hazards and uncertainties in buy- 
ing on the financed basis, including 
increased vulnerability to lapse, and 
then says: 

“Because the indiscriminate or un- 
informed use of the bank-loan plan 
has these inherent hazards, we expect 
our general agents to protect the 
company, their associates and them- 
selves—as well as the insuring public 
—by establishing necessary  safe- 
guards. Representatives who do not 
have the requisite experience, knowl- 
edge and judgment should be discour- 
aged from using the plan. Further- 
more, the plan should be used on a 


selective basis with definitely qualified 
prospects and not on a canvassing or 
shotgun basis. 

“The agent who builds a substantial 
part of his business on the bank-loan 
plan—or on any other plan geared to 
special circumstances or temporary 
conditions—is building precariously. A 
change in general or local economic 
conditions can leave him high and dry. 
Certainly, it would not be wise for 
any agency to rely too strongly on the 
bank-loan plan as one of the corner- 
stones for current production. 

“Because we feel that the bank-loan 
plan, properly used, calls for selective 
and individualized underwriting and 
that a widespread use of the plan is 
fraught with danger, we do not rec- 
ommend it for general use and we do 
not contemplate developing at the 
home office promotional material for 
the use of our field forces.” 


Cites Misrepresentation Charges 


In his May 29, 1957, letter Mr. 
Schaaff referred to several recent cases 
of alleged misrepresentation in con- 
nection with financed insurance, and 
added: 
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Opening for bilingual, experienced 


175 W. Jackson Blvd., Chicago 4, Ill. 


represent large mutual life insurance company in top 3%, of the industry. 
A fine future for the right man. Write for further details and furnish 
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ASSISTANT MANAGER 


Possibility of becoming manager of a new, 
rapidly expanding Life Company. Individ- 
ual must be thoroughly versed in insurance 
accounting, policy issue procedures, and 
experienced in IBM insurance functions. 
Passing of L.O.M.A. exams helpful. Either 
male or female considered. Please address 
a résumé of your experience and minimum 
beginning salary required to: Marshall P. 
Scott, Security American Life Insurance 

pany , 2212 Sterick Build- 
ing, Memphis, Tennessee. All inquiries will 
be held confidential. 














WANTED 
Rocky Mountain Managing General 
Agent desires expansion into the 


HOME OFFICE GROUP 
SALES OPPORTUNITY 
A Midwest legal reserve Life and Accident 
and Sickness Company, approaching the 
Billion Dollar "life insurance in force" fig- 
ure, with rapidly expanding group opera- 
tions in the United States and Canada, 
needs immediately an experienced man 
age 25 to 35 to assume top-level home 
office and field sales responsibilities in all 
phases of Group Life and Accident and 
Sickness Insurance. Outstanding opportu- 
nity for growth and advancement. Salary 
and supplemental compensation commen- 
surate with experience and ability. Send 
complete résumé of business and personal 
history and photograph, if available. All 
replies will be held in strictest confidence. 
Address Box D-2, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chi- 
cago 4, Ill. 
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the states of Colorado, Wyoming 
and New Mexico. Experienced Life 
Supervisor in charge of production 
and sales. Reply Box D-28, c/o The 
National Underwriter Co., 175 W. 


GROUP UNDERWRITER 
Nationally known casualty company needs an 
underwriter with a minimum of 5 years group 
A & H experience for its Midwest Head Office. 
Prefer family man under 35. This position offers 
an excellent opportunity to the right man. Reply 
should include details as to: personal history, 
business experience and salary requirements. Our 
employees know of this ad. Reply Box D-27, c/o 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 
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AVAILABLE: EXECUTIVE OFFICER 
Presently employed as Secretary and Assistant 
Treasurer of Life Company specializing in A & H 
Insurance. Strcig administrative background. 
Brocd practical experience as Agency Officer. 
Seeks dual or separate position as Treasurer or 
Assistant to President, where past proven record 
of performance can be utilized. Write Box D-32, 
c/o The National Underwriter Co., 175 W. Jack- 
son Bivd., Chicago 4, Ill. 


LIFE INS. SALES EXPERT 
Non-Can Company with expanding Life program 
has opening with advancement opportunities for 
man with teaching abilities in basic Life insur- 
ance programming. Record of good Life insurance 
production highly desirable. Travel necessary for 
approx. 18 mos. Excellent starting salary reflect- 
ing previous experience and expected results. Send 
résumé to: Box D-34, c/o The National Under- 
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FieNATIONAL UNDERWRITER 


“We feel strongly that it is a great 
mistake to have men who are pri- 
marily specialists in this field and 
that it is not in your best interest, or 
ours, if too large a percentage of your 
total agency business comes from this 
plan. We have agencies where more 
than 30% of the new business volume 
currently is of this type. Unless this 
is controlled, we may be obliged to 
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LIAMA Sessions Place Emphasis On Future; 
Stress Stimulating Search For Better Solutions 
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outline must be completed and we 
want to check it with the people who 
helped us develop it. Having done 
that, we must select the teaching 
techniques to be used, assign members 
of the staff to preparation of the 
material and finally, brief the staff 
members who will participate as lec- 
turers and discussion leaders, Those 
things won’t be done overnight. But 
it seems a safe bet that at least half 
the development time is behind us and 
that there will be a specific announce- 
ment of what, when and where some 
time next year. 

“IT do want you to know we are 
aware that we are tackling a big and 
an important job. You don’t want to 
enroll in one of these seminars or re- 
serve places for your associates unless 
you’re convinced that your participa- 
tion will result in better planning, or- 
ganization and control in the agency 
department of your company. That’s 
why we’re much more concerned about 
doing it right than we are about doing 
it tomorrow—and we think you’ll agree 
with that philosophy. 


Program Follows Requests 


“This is the kind of program that 
your education and training committee 
has been asking us to develop for some 
time. Obviously, it does not meet all 
the training or development needs that 
exist in your agency department. But 
it is an important step, one that we are 
sure will fill a long-felt need.” 

Perhaps as challenging to the mem- 
bers as any other feature of the 
meeting was the talk made by LIAMA 
President Frank B. Maher, vice-presi- 
dent of John Hancock, at the fellow- 
ship luncheon the first day. There was 
much favorable comment on it. 

“You and I,” he said, “can make a 
real contribution to the betterment of 
the world in which we live, despite 
the limitations placed upon us as 
individuals in a confused and complex 
society. We can make it because of the 
unique privilege which is ours as men 
who hold a great responsibility for the 
economic welfare of other men. We 
can make that contribution by furnish- 
ing leadership of the highest order, 
leadership by good example in our 
business and in our personal lives.” 

Earlier in his talk Mr. Maher said, 
“If in an age when the two-hour 
lunch, the all-day coffee break, and 
the three-day weekend have become 
fashionable we can, if we would, make 
a real contribution, teach by example 
that work can be fun, that the only real 
reward that life offers is the joy of 
wholesome achievement, that a hole in 
one, or a piece of furniture built in a 
basement workshop aren’t half so 
thrilling as a sales plan that works! 

“Finally, my friends, we are engaged 
in merchandising an instrument which 
symbolizes freedom in its truest form, 
the freedom of ‘oughtness.’ Through 
life insurance, man is free to do the 
things he ought to do. In the purchase 

of a life insurance contract he is, in 
a sense, acknowledging the moral and 
spiritual concepts of life, and it is 







significant to note that in those coy, 
tries where the moral and spirit, 


concepts are not permitted to flouris Leo 
life insurance gives no evidence # and 
gaining acceptance.” in that 
The annual meeting got under y; 
Tuesday, following a day of commit 
meetings that included a forum gp iow 
in 


sored by the compensation committe ; 
Tuesday morning was devoted to t ber will 
forum on effective communications | 
will be reported in next week’s jsuj 
That afternoon opened with a talk} The c 
J. Harry Wood, in his first Layee uni 


address since being elected managiy patorial 
director. His talk will be report 

next week. Grant L. Hill, vice-pref .. 
dent and director of agencies of Nort Oliver 
western Mutual, presented the nomiy out of of 
ating committee’s slate of new dir Loveless. 
tors. Charles H. Schaaff, executiy et a lam 
vice-president of Massachusetts yg '@t 
tual, the presiding officer, welcom# "°° 
the new member companies. Fi 

event was a talk by Erwin D. Canha bile 
















editor of the Christian Science Ma 
tor. 

Following a cocktail party given} 
the Edgewater Beach Hotel, wha 
the meeting was held, the fellowsti 
dinners of the agency manageme 
conference and combination compani 
were held. 

Wednesday opened with a talk} 
C. A. Potter, president of Life Unde 
writers Assn. of Canada, followed} 
a legislative forum addressed 
spokesmen of American Life Conve 
tion, Life Insurance Assn. of Amerit 
Health Insurance Assn., and Canadi: 
Life Insurance Officers Assn. The lati 


There | 
n Kentu 
Thurman 
ommissic 


part of the morning was devoted to The men 
agency decisions forum on “All Ling 3S a . 
or. Comn 


Underwriting: New Fashion or XN 


Era?” Sa Repul 















August, a 

Symposium Follows Talk e will rer 
That afternoon the members 
heard a talk by Oren D. Pritch 

president of National Assn. of Lig The ney 

Underwriters. This was followed bygs 2 Dem 


symposium on management selecti™publican. 

and development through the LIAMackson, a 
career analysis procedures and a téPpointed 
on the same subject by M. K. Keamplay, but | 
assistant general manager and dirett es of 
of agencies of Excelsior Life of Tort 


to. N 
The meeting concluded Thurs@ Gov. Fy 
morning, with talks by W. H. Go@Plected. Co 


president of the Bill Gove Organiljphreys has 
tion of Coral Gables, Fla., Ardell Becond ter 
Everett, 2nd vice-president of Prud@jfext Apri] 
tial, who talked on “Health I Incertainty 
—the Achilles Heel of the e 
System,” and Charles J. Zimmer 
president of Connecticut Mutual 
and a former managing directo Joseph A 
LIAMA, who discussed sore 0 “Bas appoir 
pressing problems of the busin¢Sfon his sj, 

Mr. Zimmerman’s talk, and thos®4%o, Mr. Nz 
a number of other speakers are “Mate practi, 
ted from this week’s issue in ™ 
that they may be reported ™ 
completely next week. 





Commissi 

5 an apf Tes Feb. 
Postal Life’s Joseph P. Smith ®Blecte py; 
cy at White Plains, N. Y., has ™Geng; t, hen 
to 175 Main street. 



















r 15, 1ggNovember 15, 1958 







from 0 
else.” 
eplaceme 
letter 
d the gey 
ounting , 
nting 
firm ¢% 
lacement j 









FLORIDA 
J. Edwin Larson, state treasurer 
and insurance commissioner, was re- 
lected. Mr. Larson is the secretary of 
NAIC. 
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MAINE 


The new governor, Clinton A. Clau- 
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MICHIGAN 
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lection Wake Leaves Heavy Casualties 
NAIC; Expect New Faces In 14 States 
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went into office under a Republican 
six years ago. 


MISSISSIPPI 


Walter Dell Davis will remain as 
commissioner in Mississippi. 


MISSOURI 


Superintendent Leggett will contin- 
ue. His term expires in 1961. 


MONTANA 


John Holmes did not have to run in 
this election. He first went in as com- 
missioner in 1932, but has not served 
continuously. 


NEBRASKA 


The change of administration will 
produce a change of directors. John 
H. Binning will not be reappointed at 
the end of his term in January. 


NEVADA 


The recent legislative change pro- 
ducing a four-year term for the com- 
missioner will save the job of Paul 
Hammel, despite a change in gover- 
nors. Mr. Hammel is vice-president 
of NAIC and will be able to serve his 
term as president. 


NEW HAMPSHIRE 


The new governor, Wesley Powell, is 
a Republican, like his predecessor. 
Commissioner Donald Knowlton’s 
fourth five-year term began last June. 


NEW JERSEY 


There was no gubernatorial elec- 
tion in New Jersey and Commissioner 
Charles Howell will remain in office. 


NEW MEXICO 


In New Mexico, Ralph Apodaca is 
appointed by a board. There is no 
definite limit to his term, and it is 
believed his chances of staying are 
good. 


NEW YORK 


Nelson A. Rockefeller, Republican, 
beat the bid of Gov. Harriman, Demo- 
crat, for reelection. The present su- 
perintendent, Julius S. Wikler, is a 
Harriman appointee whose term ex- 
pires in December. Several successors 
to Mr. Wikler have been mentioned 
in the business—agents and company 
people—but it is considered likely that 
no one is yet under consideration by 
Mr. Rockefeller. The tradition in 
New York has been to name a lawyer 
to this post. 


NORTH CAROLINA 


Commissioner Gold did not have to 
run for office in the 1958 election. 
His term expires at the end of 1961. 


NORTH DAKOTA 


A. J. Jensen, an assiduous campaign- 
er, was reelected. 


OHIO 


Arthur I. Vorys is out as superin- 
tendent with the election of a Demo- 
cratic governor. During Mr. Vorys’ 
term, the superintendent in Ohio was 
promoted to cabinet rank. 


OKLAHOMA 
Joe B. Hunt was reelected. He was 
elected first in 1954 to a term expiring 
Jan. 12, 1959. 
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OREGON 
The Democrats took over in Oregon 
and Hugh H. Earle undoubtedly will 
be out as commissioner. He is expected 
to turn in his resignation even though 
his term runs to 1961. 


PENNSYLVANIA 


A Democrat, David Lawrence, suc- 
ceeded a Democrat. Commissioner 
Francis R. Smith is a Democratic ap- 
pointee whose term expires next 
January. 


RHODE ISLAND 

Rhode Island —A Republican, 
Christopher Del Sesto, replaced a 
Democrat, but George A. Bisson, the 
commissioner, whose term is not fix- 
ed, has served under both parties. 
However, his chances of surviving this 
time are considered not as bright. 


SOUTH CAROLINA 


It is anticipated that R. Lee Kelly 
will remain in office. He is elected 
by the legislature. 


SOUTH DAKOTA 


D. E. Mitchell is another casualty 
of the election. His term runs to July, 
1959, and he may stick it out until 
then. 


TENNESSEE 


Buford Ellington, Democrat, rep- 
resents no party change, and it would 
be surprising if the commissioner, 
Arch E. Northington, who is appoint- 
ed and whose term expires in January, 
would not be reappointed to serve 
out his term as president of National 
Assn. of Insurance Commissioners. 


TEXAS 


No changes are expected in Texas, 
where Gov. Daniel was reelected. 


UTAH 


Carl A. Hulbert, who was appointed 
Utah commissioner only a few months 
ago, will not be reappointed because 
of a change of administration in his 
state. 


VERMONT 


Robert T. Stafford, Republican, rep- 
resents no change in party. The term 
of Commissioner Alexander H. Miller 
expires next March. 


VIRGINIA 


T. Nelson Parker is expected to stay 
on as commissioner of Virginia. 


WASHINGTON 


William A. Sullivan, the dean of 
insurance commissioners, did not have 
to run for office in the Nov. 4 election. 
He last won in 1956 for a term which 
expires in January, 1961. 


WEST VIRGINIA 


C. Judson Pearson will be unaffeci- 
ed by the election. 


WISCONSIN 


Paul J. Rogan, a Republican ap- 
pointee, will be out of office. He was 
Republican floor leader in the house 
of the state legislature before becom- 
ing commissioner. 


WYOMING 


The insurance department of 
Wyoming in the last legislative session 
was placed under the state board of 
equalization. The election produced 
a Democratic governor in Wyoming 
and a Republican senate which must 
confirm his appointments. The status 
of Ford S. Taft is not altogether cer- 
tain because of the political haze. 
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New Tax Plan Seeks To 
Satisfy Stocks, Mutuals 


(CONTINUED FROM PAGE 1) 

at the hearing, where its spokesman 
is scheduled as the first witness, but 
instead will advocate thé total income 
approach, while American Life Con- 
vention, with Claris Adams, executive 
vice-president, as spokesman, will 
urge the investment income basis. 


LIA Not Asking Time 


Life Insurance Assn. of America at 
press time had not asked to be heard 
at the hearings, though a number of 
its member companies are on the list 
of those who have asked to make an 
appearance. The complete list of those 
asking to be heard is as follows: 

Acacia Mutual, Aetna Life, Ameri- 
can Farm Bureau Federation, Ameri- 
can General Life, American Life 
Convention, Bankers Life of Iowa, 
Colonial Life, Connecticut General, 
Equitable Society, Fidelity Union Life 
of Dallas, Great National Life, Guard- 
ian Life, Kansas City Life, Life of 
Virginia, Life Insurers Conference, 
Lincoln National, Massachusetts Mu- 
tual, Metropolitan Life, Prof. Roy E. 
Moore of the Williams College depart- 
ment of economics, National Life of 
Vermont, New York Life, Northwestern 
Mutual Life, Prudential, Spartan Na- 
tional Life of Dallas, Temporary Com- 
mittee on Taxation of Mutual Life 
Companies, Texas Legal Reserve Of- 
ficials Assn., Travelers, Union Central 
Life, Union National Life of Baton 
Rouge, Volunteer State Life, and Wil- 
son National Life of Florida. 


22%, Not 44% Of Better 
Educated Have Less Than 
$2,000 Of Life Insurance 


NEW YORK—An error in Life mag- 
azine’s computation of the percentage 
of uninsured and poorly insured fam- 
ilies among the better educated fam- 
ilies covered in a research project 
resulted in a doubling of the correct 
percentages. 

The error was included in a report 
of the talk made by Bertram Lange, 
manager of Life’s marketing services, 
at the annual meeting of Life Insur- 
ance Advertisers Assn. at Montreal. 
In fact, the article in THE NATIONAL 
UNDERWRITER carried a headline to the 
effect that 44% of the “better edu- 
cated” families have less than $2,000 
of life coverage. The correct figure is 
22%. 


Manuscript Is Incorrect 


In a statement to the papers that 
had printed the error, Mr. Lange ex- 
plained that while the tabulations in 
the slides with which he illustrated 
his talk carried the correct percent- 
ages, the manuscript supplied for the 
use of reporters covering the meeting 
carried incorrect percentages as re- 
spects better educated families car- 
rying no life insurance and carrying 
less than $2,000 of insurance. 

The news release should have stated 
that among the better educated fam- 
ilies 13142% carry no life insurance 
and 814% carry less than $2,000, in- 
stead of 27 and 17% _ respectively 
shown in the article. Hence the com- 
bined percentage of better educated 
families with $2,000 or less of life in- 
surance should have been 22, not 44. 


North American Life of Chicago 
new life sales during October estab- 
lished a record for any single month, 
and exceeded the volume for the same 
month last year by 24%. 








men of vision 

are selling 
United's 20-20 
Cash Refund Plan! 


Here’s the policy with a future! United’s 20-20 Cash 
Refund Plan offers full cash refund... plus full protection. 
Millions are reading about 20-20 in the national magazines. 
Men of vision from United are cashing in on this demand for 


the policy that does two jobs. 


The 20-20 Plan can do two jobs for you, too. This 
talked-about Plan will introduce you to more people...and 
boost your earnings. If you want a clear-eyed view of your 
future with United drop a letter today to United of Omaha, 
Omaha, Nebraska. 


Be far-sighted=—go United 


One of America’s Foremost Life Insurance Companies 
N. M. Longworth, President 





